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Further Comments Of Companies On 


Due to the increasing interest of 
many insurers in all branches of the 
business in policyholder relations pro- 
grams, The National Underwriter has 
been conducting a survey of leading 
insurers to find out what is being done 
and thought in this field. Following is 
‘the second installment of a series. 


NORTH AMERICA 


§ The basic operating philosophy of 
INA holds that the policyholder’s in- 
terest is paramount. In serving the 
policyholder we do well by stockhold- 
Gers, employes and agents, and in car- 


e 


rying out this philosophy all officers of 
INA have a direct responsibility. 

We believe, as a matter of principle, 
that the most wholesome competition 
in the insurance business is that which 
is conducted at the level of the policy- 
holder. INA has a long history in en- 
deavoring to achieve this competitive 
situation, and we believe that this has 
been accomplished through our inde- 
pendent agents in the business. 

Concern for the policyholder’s in- 
terest is also expressed through our 
public relations program and in our 
advertising. INA’s conferences on 
family security and family happiness 


\Policyholder Relations Programs 


conducted annually at Disneyland are 
oriented to a public—i.e. policyhold- 
er’s—point of view. The renowned 
speakers who address our conference 
are truly representative of the public 
interest. 

Our whole claim and loss operation 
is a policyholder’s relations program 
in itself, particularly since INA’s claim 
and loss departmental set-up is one of 
the few in the business which is 
practically staffed in its entirety by 
INA salaried employes. 

Loss drafts invite policyholders to 
communicate with the president if 

(CONTINUED ON PAGE 30) 








\B. G. Gregory Irked 
_At Advice On Bonds 
To Ben Franklin Stores 


ST. LOUIS—B. G. Gregory, execu- 
‘tive secretary Insurance Board of St. 
Louis, has called to the attention of 
Superintendent Leggett a letter to all 
! Ben Franklin stores in Missouri from 
the Belmont agency of Montreal. Mr. 
; Gregory says the letter “appears to be 
“a highhanded method of discounting 
the authority of the Missouri insurance 
| department and the superintendent 
‘and appears to me to be most obnoxi- 
ous, particularly when we realize that 
this is an agency in a foreign country 
_ Suggesting to our Ben Franklin stores 
} that they ignore your department if 
‘you refuse to accept a personal bond 
' with one signature.” 


'Aghast At Foreigners 


“We are aghast at the brazenness 
and colossal contempt for the Missouri 
insurance department suggested by 
this letter from these foreigners,” Mr. 
Gregory wrote Mr. Leggett. He called 
attention to the final paragraph of the 
Belmont agency letter, which says: 

“Finally, if the commissioner refuses 
to accept the personal bond with one 
‘signature, simply write back and tell 

him that you have fully complied with 

the statute and as far as you are con- 
cerned the matter is concluded.” 

The Ben Franklin stores in many 
| parts of the country are insured under 
acontroversial group policy which pro- 
vides all risk coverage, including flood. 

The insurer is a small Canadian com- 
)Pany. Agents have worked hard in 

many states to have the policy declared 
| illegal. There were two U.S. companies 
i the risk before it went to Canada 
}but pressure from the agents caused 
| both to cancel. Butler Bros., which 
i franchises the Ben Franklin stores, has 
‘fought vigorously to maintain its right 
i= oversee the purchase by the Ben 

Franklin stores of a group policy of this 
nature. 

The agency’s letter, addressed to 
Missouri Ben Franklin stores, is as fol- 
lows: 

“Counsel has completed reexamina- 

(CONTINUED ON PAGE 18) 
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Insurers Seek Relief Of Court Backlog 
But Won't Compromise Responsibility 


Casualty insurers are eager to co- 
operate with the courts in relieving the 
backlog of personal injury cases so long 
as this does not compromise the com- 
panies’ responsibility to their insured 
by submitting to unjustified claims. 
This position was expressed by Char- 
les H. Halsey, vice-president of Fed- 
eral Mutual, in remarks made before 
Danville, Ill., Lions Club. 

Mr. Halsey said there are 61,497 
personal injury cases pending in Cook 
County (Chicago) and 92,881 in the 
state, and this number would be higher 
were it not for the endeavor of in- 
surers to settle claims as quickly as 
possible. All but 5 to 10% of claims are 
settled expeditiously, justly, amicably 
and without going to court, and of 
those reaching trial, only a fraction are 
tried to conclusion. However, it is the 
small fraction that draws public atten- 
tion, and little is heard about the vast 
majority which are settled without 
litigation. 

He termed the corps of claims men 
who settle to the satisfaction of all 
involved “friends of the courts cer- 
tainly, if not an arm of the courts.” 
Without their services, “the number 
of cases in the courts would be multi- 
plied to the stage of ultimate judicial 
paralysis and economic atrophy.” 

Universal settlement without liti- 
gation is probably impossible, he opin- 
ed. The bulk of claims are basically 
honest, but there exists a “chiseling 
fringe who view a claim against an 
insured driver as a kind of Las Vegas 
bonanza where a wrenched back can 
be converted into a hatful of green 
money.” Companies, he said, “would 
be derelict in their trust if they su- 
pinely submitted without contest to 
exorbitant demands. Insurance rates 
already are higher than the casualty 
companies wish them to be. If we did 
not resist boxcar claims, the rates 
would go off into the wild blue yon- 
der.” 

The courts have usually supported 
the insurers’ position in questionable 
claims, he said. During the September- 
July term of all Cook County courts, 
judges and juries returned verdicts in 


favor of insurers in 51% of all cases 
tried to conclusion. In the judgments 
against the companies, the awards ran 
about 50% of damages claimed. 

Mr. Halsey denounced as a miscon- 
ception the idea that insurance com- 
panies favor the “built-in incentive for 
delay” policy by which they seek to 
stall the trial so that case reserves can 
accumulate sufficient interest to off- 
set final judgments. “That ‘built-in 
incentive’ theory represents an upside- 
down system of arithmetic as impossible 
as the proposition of hoisting yourself 
by your own bootstraps,” he declared. 
“The truth of the matter is that the 
final cost of a casualty claims almost 
universally increases in proportion to 
the delay in its final settlement.” 

The average cost of claims and the 
increasing settlement cost of litigated 
cases, fees, and expenses constantly 
require increasing reserves over ear- 
lier estimates, he explained. Often a 
reserve is raised a half dozen times 
between filing of suit and actual trial. 

(CONTINUED ON PAGE 29) 


Eniry Into Life 
Field Is Eyed 
By London Lloyd's 


Though Not Indicated, U.S. 
Group Business May Be 
Attracting Underwriters 


The report from London that the 
committee of Lloyd’s is considering 
formation of a life company sets up a 
re-echo on the fire and life combina- 
tion. The English set out 40 years ago 
to cross the line from one field of 
insurance to the other. American com- 
panies generally, with few exceptions, 
waited approximately 35 years to do 
the same thing. Now Lloyd’s, regarded 
even by competitors as alert, ingenious 
operators in the insurance market- 
places of the world, are being attracted 
by the stable earnings of the life 
business. 


London Economist Comments 


The London Economist suggests that 
because of the lean years Lloyd’s has 
had in modern times—the surplus 
shrunk from 24.9 million pounds in 
the 1953 account to 5.7 million in the 
1956 one, the latter being the last 
completed account and one of the 
smallest balances on record—Lloyd’s 
would like to have some life and an- 
nuity business. However, the London 
paper also correctly notes that while 
profits from this business are more 
stable, they are small and emerge only 
slowly because of the necessity of 
building reserves for liabilities coming 
due many years away. Lloyd’s would, 
the paper observes, be up against stiff 
competition from participating com- 
panies, though Lloyd’s might be able 
to operate more economically than 
many of the life offices. The life 
company would be controlled by 
Lloyd’s corporation. 

Although it has not been suggested 


by any of the dispatches from London, 
(CONTINUED ON PAGE 20) 








John Hommes, manager Western Actuarial Bureau; Rush W. Carter, western 
manager Aetna Fire; Walter G. Dithmer, midwest regional director of III; 
Roland H. Lange, Hartford Fire, president of III, and J. Carroll Bateman, 
general manager of III, at the midwest field meeting in Chicago. Story on 


page 18. 
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British Insurers 
Report Year Of 
Gains In 1959 


Premiums Of Members 
Of BIA Increased As 
Experience Improved 


Premium income of the 250 member 
companies of British Insurance Assn. 
in 1959 reached £1,520,044,000, H. A. 
Walters, Royal Exchange, chairman ot 
Bl1A, announced at the annual meet- 
ing in London. The increase was £95 
million. BIA members account for 
more than 80% of Britain’s insurance 
business. The British pound is worth 
$2.80. 

By classes, 1959 premiums and 1958 
premiums were: 


1959 1958 
£ £ 
Fire 283,825,000 270,399,000 
Accident 510,467,000 479,298,000 
Marine 76,124,000 73,508,000 
Ordinary Life 484,913,000 444,260,000 
Industrial Life 164,715,000 157,669,000 
Total 1,520,044,000  1,425.134,000 


Mr. Walters said the reason for the 
expansion of business arises from the 
“favorable economic climate” which 
has developed in Great Britian and its 
Commonwealth, western Europe and 
the United States. There has been an 
increased demand for insurance from 
persons enjoying a higher standard of 
living, from industry having more 
valuable inventories and factories, and 
from trades with more goods to move. 

Life insurance in 1959 had a par- 
ticularly good rise, Mr. Walters said, 
accounting for more than a half of the 
increase in premiums. 

Assets of BIA members increased 
from £5,528,000,000 in 1958 to £6,- 
048,000,000, in 1959. “Although we do 
not lack advice from one or two quar- 
ters as to how we should run our busi- 
ness,” Mr. Walters observed, “the fact 
that the companies have more than 
doubled the size of their assets since 
the end of the war is, in my view, an 
indication of our efficiency and the 
wisdom of our investment policies.” 

Mr. Walters pointed out that £4,- 
597,000,000 of the total assets are on 
the life side of the business, while fire, 
casualty and marine account for £1,- 
090,000,000. The British companies are 
investing their assets a little more in 
stocks, this item accounting for 20.1%. 
It is the investment item showing the 
sharpest gain from 1958 to 1959. 

Commenting on American business, 
Mr. Walters said the underwriting ex- 
perience continued to improve and the 
improvement persists in 1960. “It is 
maybe too soon to say that under- 
writing is already back on to a profit- 
able basis again,” he said, “but the 
problems of writing business in that 
country are certainly less than they 
have been recently and prospects seem 
brighter than for a good many years.” 

He attributed part of the improve- 
ment to the absence of severe wind- 
storms, a situation that has changed 
since the meeting of BIA, and to the 
rate increases on automobile business. 
Investment income in the U. S. last 
year continued to be “buoyant,” he 
noted. 

In England, the companies experi- 
enced their worst year in history in 
fire losses, £44 million. Mr. Walters 
observed that to the property loss 
must be added a substantial amount 
for payments under consequential loss 
policies. The degree to which a fire 
loss is increased was pointed out by 
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Inland Empire Mess Spelled Out 


Calvin L. Rampton, counsel of Con- 
tinental Bank & Trust of Salt Lake 
City, the receiver of Inland Empire, 
directly supervised and controlled the 
liquidation of that insurer. He related 
the story of the events which resulted 
in the insolvency of Inland Empire 
before the Senate anti-trust and mo- 
nopoly subcommittee in Washington. 

He described in A, B, C style the 
complex maze of events and manipu- 
lations through which Stewart B. 
Hopps, Lowell M. Birrell, and others 
conducted Inland Empire to destruc- 
tion. His testimony, in substance, was: 

Inland Empire was a small Idaho 
insurer writing fire, auto and related 
lines. In 1951 it merged with Citizens, 
a Utah mutual that wrote a similar 
type of business. After the merger the 
corporate structure became that of In- 
land Empire though the majority of 
the business which it now had came 
from Citizens. The company moved 
its headquarters to Salt Lake City. 
During 1951 and up to October, 1952, 
the stock was held by individuals in 
Utah and Idaho. During this period 
the company appeared to have been in 


a sound position financially, although 
it was hampered in the amount of bus- 
iness it could write by its limited 
reserves. 

Leadenhall Corp. of Nevada was 
owned and controlled by Hopps with 
principal offices in San _ Francisco 
and New York. 


Owned U.S. Marine & Foreign 


U.S. Marine & Foreign Securities 
Corp. of New York was also owned 
and controlled by Hopps. Hopps testi- 
fied that the stock holdings in this 
corporation were at all times the 
same as stock holdings in Leadenhall 
Corp. 

Swan-Finch Oil has its principal 
place of business in New York City 
and during the times involved was 
under the direction and control of 
Lowell M. Birrell, formerly of New 
York City and Bucks County, Pa. 

William Penn Fire was a small in- 
surer in Philadelphia. Birrell was 
president. 

Central Standard was a South Da- 
kota insurance company. Both Hopps 
and Birrell during the period here 
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concerned were active in its manage. 
ment and the establishment of | its 
management policies. 

Royal American was an Alabama 
insurer in which everyone disclaim: 
ownership. This is the company 
through which Inland’s assets wer 
drained away. It was organized in the 
fall of 1954 by a Phoenix law firm 
Lewis, Roca, Scoville & Beauchamp, 
at the request of Mark Goode. Goode 
told Paul Roca of the law firm that he 
wished the stock in Royal American 
to be issued in the name of the mem. 
bers of Mr. Roca’s law firm as nomi- 
nees, the equitable owners of _ the 
stock to be Birrell and Hopps. In ac. 
cordance with these directions, the 
law firm organized the corporation 
and took the stock in the names of its 
members. 

Form Royal American t 

On Jan. 12, 1955, Stewart Hopps 
wrote to Lowell Birrell with a copy tof" 
Mr. Roca advising Birrell that Royal 
American had been formed, that the 
stock was being held by the law part- 


nership, one-half for Birrell. The let- 
(CONTINUED ON PAGE 22) 











Mr. Walters in comparison with 1958 
losses of £24 million. Of the £20 mil- 
lion increase in losses, he said that no 
less than £18.5 million occurred be- 
tween May and October, officially re- 
corded as the driest period in England 
and Wales since 1750. 

However, despite the fact that there 
were many more fires in rural areas, 
the greatest part of the loss was 
caused by factory fires, of which three 


caused one-fifth of the total fire loss, 
six caused one-fourth and 16 caused 
one-third. 

“These large fires,” he said, “are of- 
ten the result of the increased capacity 
and activity of factories today which, 
with their extensive unbroken areas, 
attractive though they may be to the 
factory owner so long as production is 
uninterrupted, create very serious 

(CONTINUED ON PAGE 35) 






REINSURANCE 


SOUTH AND WATER STREETS, BALTIMORE 3 e 


27 WILLIAM STREET, NEW YORK 5 


SURPLUS and EXCESS LINES 


TELEPHONE SARATOGA 7-3500 
®@ TELEPHONE HANOVER 2-6384 


Hawkins Replaces 
Gordon Davis As 
Manager Of MLRB 


Donald T. Hawkins has been named# 
secretary-manager of Mutual Loss Re-§ 
search Bureau. He succeeds Gordon¥ 
Davis, who has headed the organiza- 
tion since its founding 20 years ago, 
Mr. Davis will remain active as se-§ 
nior consultant. 

Mr. Davis became an adjuster with} 
Western Adjustment in 1921. He re 
























Donald T. Hawkins 


Gordon Davis 


signed in 1931 as general adjuster at 
Kansas City to become a part owner 
and general manager of the newly 
formed United Adjustment & Inspec- 
tion Co. In 1940, he became managefi 
of MLRB. 

Mr. Hawkins has been assistant man- 
ager of MLRB since 1951. He joined 
the bureau in 1948 after 20 years in 
midwestern field and managerial posts 
with Western Adjustment. 

Mutual Loss Research Bureau ser- 
ves as coordinator of joint loss hand- 
ling activities for principal U. S. mu- 
tual fire companies through its infor- 
mational, research and arson investi- 
gation divisions. 

The organization started as a de 
partment of Federation of Mutual 
Fire Insurance Companies in 1940 and 
its first activity was to screen inde- 
pendent adjusters throughout the coun- 
try to determine which should be rec-) 
ommended to handle losses for member! 
companies. This remains a major func- 
tion of the bureau. Other divisions 
were set up in 1947, when MLRB wel 
made an organization independent of) 
FMFIC. Member companies may sub-| 
scribe to one or more divisions. 
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Witmeyer Interprets Road Signs On 
Route To Marketing Era Of 1960s 


The business can either study pres- 
ent trends, plan its future and take 
action now, or it can allow marketing 
road signs to become road blocks. This 
was the conclusion reached by Donald 
A. Witmeyer, vice-president of Great 
American, in a talk at the alumni 
dinner of the school of Insurance So- 
ciety of New York. 

Mr. Witmeyer projected economic 
development in the 1960s, but unlike 
most projectionists, he related the 
forecasts specifically to what is hap- 
pening and is likely to happen in insur- 
ance. Before establishing this relation- 
ship, he examined prospective growth 
in vital economic areas. 

For example, the U. S. population 
today is 181,154,000, with 52,425,000 
households. By 1963, these figures will 
be 198,905,000 and 57,517,000, and by 
1970 they will reach 215,000,000 and 
65,000,000. A marked increase in mar- 
riages will begin in 1962—a result of 


the upsurge in births during and im- 
mediately following World War II. 

In 1957 about 50% of U.S. families 
had incomes of $5,000 or less. By 1970, 
three out of four families will reach 
this figure. In 1960 the average family 
will earn $6,600. This will move up to 
$9,000 by 1970, with per capita earn- 
ings rising to $2,700. 


Other Changes And Effects 


Mr. Witmeyer noted the mushroom- 
ing number of cars in the U. S. In 
1946 there were 28 million, today there 
are 60 million, and by 1965 there will 
be 80 million. In 1955 there were 4.5 
million two-car families, and now 
there are 7.8 million in this category. 

Moves to the suburbs continue, he 
pointed out. Urban population fell 
from 63.3% of the U. S. total in 1957 
to 62.9 in 1958, while suburban dwell- 
ers rose from 25.4% to 26.1%, with ru- 
ral and farm population holding steady 


at about 11%. This means more new 
housing. In 1960 there will be 1.3 mil- 
lion new dwellings, and by 1970 there 
will be 1.7 million new houses each 
year. 

All these signs point to a dynamic 
economy and a new mass market with 
a uniformly high standard of living, 
Mr. Witmeyer declared. However, 
these very conditions have created a 
number of subtle but significant con- 
ditions which put pressure on insurers 
to change their methods of doing busi- 
ness. 


Buying Habits Different 


For example, the buying habits of the 
public have changed since World War 
II and particularly in the last decade. 
The consumer is more sophisticated 
and more demanding. He has a “show 
me” attitude and looks for quality for 
the price he pays. This consumer is 

(CONTINUED ON PAGE 2) 





More Exclusive Status For Agents 
Would Open Fringe Benefit Question 


By JOHN N. COSGROVE 


If general lines agents move in- 
creasingly toward more limited or even 
exclusive company representation, the 
question of producer compensation 
may take some new and interesting 
turns. 

It is the avowed purpose of fire and 
casualty insurers to relieve agents of 
office detail. Company investment in 
electronic equipment, which makes 
possible direct billing and continuous 
polices, among other things, indicates 
that the companies intend to reassume 
many if not most of the service func- 
tions formerly delegated to agents. 

If this trend continues to its logical 
conclusion, agents’ compensation will 
comprise only the commission for the 
selling function. Although he will still 
own his expirations and receive full 
renewal commissions thereon, the gen- 
eral lines agent would move closer to 
the status of the life agent. At some 
point, the general lines agent is quite 


likely to make comparisons between 
his over-all compensation and that of 
the life man. 

He will discover that the life agent, 
under contract to one company, re- 
ceives numerous fringe benefits. 


One Life Program 


For example, one leading life com- 
pany pays the new agent his first year 
commission plus any training allow- 
ance for which he may be eligible. 
From then on, the agent is paid for 
the persistency, quality and efficient 
servicing of each year’s business. As 
soon as his contract with the company 
is effective, he is eligible for $5,000 in 
group life coverage, and $5,000 accident 
protection. His contribution to these 
benefits is only $1.25 a month, the 
company paying the balance. The 
agent is also eligible for individual or 
family hospitalization, surgical and 
polio benefits at low group rates. 

Second through tenth year premi- 
ums pay a renewal commission, thus 


Y Excess Coverages 


M“ Reinsurance 


“ Surplus Lines 


“ Special Risks 


¥ Long Haul 


CAPLIS, INCORPORATED 


524 Devon Ave. 


‘Chicago Phone: SPring 5-3737 
Park Ridge Phone: TAlcott 5-2136 





Park Ridge, Illinois 


Teletype 
PK. RG. 2874 


providing income for nine years on 
each year’s business. On April 1, fol- 
lowing the agent’s first year of serv- 
ice, his group life coverage is increased 
on the basis of his earnings, up to a 
maximum of $40,000. His contribution 
to this coverage is 25 cents a month 
per thousand. In addition, in his se- 
ond year with the company, the agent 
and his family may qualify—depend- 
ing on the prior year’s earnings—for 
major medical instead of the hospital- 
ization plan. The company shares the 
cost of this, as well as of disability 
income protection, providing weekly 
income if time is lost through accident 
or sickness. 

There is a bonus each year for 
persistent A&S business, if an ade- 
quate number of cases is wrttten. The 
bonus is paid in the following year. 

In the third year, the agent comes 
under the company pension plan. He 
begins to contribute a smail percent- 
age of his earnings to the plan, and 
the company contributes an amount 
equal to 5% of his earnings. The agent 
may also make voluntary deposits up 
to a maximum of 10% of his earn- 
ings. These funds, with interest credit- 
ed annually, purchase the agent’s pen- 
sion. 

In the fifth year, the agent begins 
to share in the company’s efficiency 
income plan. This is a series of addi- 
tional payments for quality business 
that remains in force on a premium 
paying basis. In the fifth contract year, 
the agent receives this payment for 
quality business written in his first 
contract year. In the sixth contract 
year, he is paid for that type of busi- 
ness written in his second year. The 
procedure continues on this basis. 

On April 1, following five years 
under contract, the agent’s life cov- 
erage changes to group life with cash 
values which are never less than the 
amount of his contribution. His pay- 
ment is $1 per month per thousand. 

A second efficiency income plan 
goes into effect in the agent’s 10th 
year. He receives a second payment 
on his first contract year’s business, 
and a first payment on his sixth con- 
tract year’s production. Thus he is re- 
ceiving two extra payments for quality 
and efficiency. 

Renewal commissions end with the 
10th policy year, but since service to 
policyholders continues, the company 
begins to pay in the agent’s 11th year, 
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Aetna Life Group 
Advances Trainer 


Crampton Trainer has been named 
senior vice-presiident and treasurer of 
Aetna Life companies. He will assume 
the responsibilities of the late Morgan 
B. Brainard Jr. as chief financial offi- 
cer of the companies. 

Mr. Trainer joined the organization 
in 1936. After experience in the in- 
vestment department, he was appointed 
manager of that unit in 1952. In 1957, 
he was placed in charge of the com- 
panies’ securities investment operations 
and was named assistant vice-president | 
and assistant treasurer. He was ad-| 
vanced to vice-president and assistant” 
treasurer in 1959. Mr. Trainer is a di- 
rector of the Hartford National Bank & 
Trust. Co. 


Badum hivouned By 
Amer. Fore Loyalty 


America Fore Loyalty is extending’ 
boiler and machinery facilities to all 
domestic companies of the group. Har- 
old J. Badum, vice-president Fidelity | 
& Casualty, who has supervised a 
business for several years, has been 
elected a vice-president of Loyalty do-— 
mestic companies. ‘ 

Boiler and machinery is being intro- 
duced to Loyalty agents on a regional 
basis. Plans have been completed in the 
northeast, and similar moves are be- 
ing made in the midwest, southeast 
and southwest. The introductory oper- 
ation for other domestic companies of 
the group is expected to be under way 
by the end of 1960. 





a service fee of 2% of renewal premi- 
ums on all business 11 years old or 
more, provided the agent meets cer- 
tain standards. 

In his 15th year, the agent begins’ 
to collect a third efficiency income. 
This comprises a third payment on his 
first contract year’s business, a second 
payment on his sixth year’s business, 
and a first payment on the 11th year’s | 
production. From then on, the agent) 
has three efficiency income payments” 
each year, if he meets company re- 
quirements. 

In most of the major life companies, 
the full time agent is classified as an 
employe for Social Security benefits, 
unless he has chosen to establish 
himself as an independent operator. 
In general, the compensation plans of 
life companies require full time and) 
exclusive representation. ; 

Apart from other problems posed by 
the difference in methods of compen- 
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Levering Cartwright 
INSURANCE STOCKS 


Life-Fire-Casualty 


Cartwright, Valleau & Co. 


Members Midwest Stock Exchange 
Board of Trade Building 
Chicago 4, Illinois 
WAbash 2-2535 Teletype CG1475 


You may telephone orders collect. 
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sating general lines agents and life 
producers, the question of fringe bene- 
fits may loom large in the future 
planning of fire and casualty compa- 
nies which have started their own life 
affiliate, have acquired a life company, 
or plan to do one or the other. Even 
if a company never enters the life 
business, but induces agents to rep- 
resent it exclusively for general lines 
the question of fringe benefits is likely 
to arise. 

In addition to comparing his eco- 
nomic lot with that of the life agent 
the general lines agent whose income 
becomes limited to the commission for 
selling for a limited number of com- 
panies or only one, may also measure 
his compensation against that of the 
exclusive agent. The latter is in much 
the same position as the life agent. 

Nationwide Mutual for example 
provides an agent’s group insurance 
plan including life, accidental death 
and dismemberment, A&S and com- 
prehensive major medical. This pro- 
gram is available to career agents at 
attractive group rates. 

After three years with the company 
agents may participate in the retire- 
ment program. The company contri- 
butes 6% on the first $10,000 of the 
agent’s earnings and the agent con- 
tributes 2% of that figure although he 
can make a larger contribution if he 
so desires. After 10 years of an agent’s 
service the company’s contribution to 
his retirement begins to vest. This 
vesting reaches 100% after 15 years. 


Other Features 


The company also has a death bene- 
fit arrangement. On the death of an 
eligible agent his beneficiary receives 
an amount equal to the original and 
renewal service fees earned by the 
agent in his last full calendar year. 

Written into the agency contract is 
a provision for extended renewal 
service fees when an agent is termi- 
nated under specified circumstances. 
Under this arrangement, the agent 
who has represented the company for 
at least three but less than five years 


93 Agents Qualify For 
IAHU Black Cat Club 


International Assn. of Health Under- 
writers has pronounced “a big success” 
its first Hoodoo Day sales promotion, 
Friday the 13th in May, when 93 
agents qualified for the Black Cat 
Club. Hoodoo Day was revived after a 
10-year lapse and will now become a 
regular IAHU promotion. Agents who 
missed out this year can try again 
next Jan. 13. 

Qualifications for Black Cat Club 
membership are 13 applications with 
$250 in annualized premium or one or 
more apps with $750 in annualized 
premium on Hoodoo Day. 

Tabulations have been completed 
and companies and the number of 
their qualifiers are: 

Atlantic Life, three; Continental As- 
surance, one; Fidelity Union Life, one; 
Great Southern Life, six; Hartford 
Accident, one; Hearthstone of Boston, 
three; Illinois Mutual L.&C., one; 
Inter-Ocean, two; Inter-State Assur- 
ance, one; Mutual Benefit H.&A., 50; 
New York Central Mutual, four; Rural, 
seven; Woodmen A.&L., nine; World 
of Omaha, one, and Olympia National 
Life, three. 





The San Francisco branch claims 
office of Brown Bros. Adjusters has 
been moved to 545 Sansome Street. 
The sixth floor of this location has 
been modernized and will additionally 
serve as the home office department 
of Brown Bros. Adjusters. 
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gets 25% of his last 12 months re- 
newal service fees. The agent with 
five but less than 10 years service 
gets 50%, and the agent with 10 or 
more years gets 100%. 

Allstate includes its agents in the 
Sears, Roebuck profit sharing plan. 
One Allstate employe, with the com- 
pany 19 years, has contributed slightly 
more than $5,000 under the plan. His 
share is now more than $54,000. All- 
state agents also receive group life and 
A&S coverage, and other benefits. 

Traditional insurers, which have 
adopted over-all marketing programs 
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“SCOTCH” is a registered trademark of 3M Co. 
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leading to the possibility of exclusive 
agency representation, have indicated 
the hope that they may be able to 
attract as agents young men who 
would otherwise join long established 
exclusive agency companies or speci- 
alty insurers. These traditional com- 
panies have also intimated that they 
may be able to recruit some of the 
representatives, on the basis of provid- 
ing them not only with competitively 
priced coverages but with a more 
complete portfolio of policies. 

To achieve these aims, however, it 
is possible that traditional companies 


It’s so clean, so easy 
...that's why we attach 
riders with 


REGSU.S. PAT. OFF. 


SCOTCH BRAND | 


- Double-Coated ‘Tape | 
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would also have to offer fringe bene- 
fits in order to compete in the new 
manpower market and to lure ex- 
clusive agents away. As for the re- 
cruiting value of the broader variety 
of coverages that traditional compa- 
nies can presently furnish their agents 
as sales tools, it is noteworthy that 
the exclusive agency companies are 
moving step-by-step from auto to other 
personal lines and into the commercial 
field. They have recruited from tradi- 
tional companies, drawing heavily up- 
on field men and converting them into 
Cistrict sales managers. 


No.665. J 


Why waste time with old-fashioned glue 
or paste? “ScoTcH” BRAND Double-Coated 
Tape sticks on both sides, mi) 
works like glue in ribbon form! 


There are no sticky fingers, no spills, spots 
or wrinkles on important papers. 
With the new C-12 Applier this handy linerless 
tape cuts mounting time up to 50%! 


More and more insurance offices are 
discovering this neater, faster way to 


attach riders, assemble policies, mount 
attachments to contracts or other 
documents. Try it yourself; 
send now for a free sample roll of “Scotcn”’ 
BRAND No. 665 Double-Coated Tape! 
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Aetna Casualty Raises 
Three At N. Y. Office 


Aetna Casualty has named James J. 
Davis assistant general manager, Fran- 
cis J. McNiff claims department man- 
ager, and Allen M. Taylor counsel at 
New York. 

They respectively succeed E. H. Mat- 
hews, Lee G. Ingraham and William S. 
O’Connor each of whom retires after 
more than 40 years with the company. 

Mr. Davis, manager of the casualty 
underwriting department, will have 
responsibility for casualty underwrit- 
ing. 


In every field, 
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American Elevates 
Rathbun, Ramsden 


Charles R. Rathbun, resident vice- 
president of American at Portland, 
Ore., is being transferred to the head 
office. He will be named a vice-pres- 
ident and will become assistant to 
Robert Z. Alexander, president. Ed- 
ward W. Ramsden has been named 
manager to succeed Mr. Rathbun at 
Portland. 

Mr. Rathbun joined American in 
1945. In 1954, after field work, he was 
named manager at Los Angeles. He 
has been vice-president at Portland 


\ 


since 1957. 

Mr. Ramsden joined American in 
1959. Before that he was vice-president 
at Portland of Gould & Gould gen- 
eral agency. He is president of Oregon 
chapter of CPCU. 


Conn. Auto Rates Revised 


National Bureau reduced commer- 
cial car liability rates 6% and increased 
garage risk rates 21.8% in Connecticut, 
effective July 13. 


Ward Adjusting Co., Washington, 
D. C., has appointed Mervin C. Ward 
an adjuster. 


it pays to deal with specialists 
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Fidelity and Deposit Company has specialized 
for 70 years in fidelity and surety bonds. 
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Parker, 35 Years With 
Springfield-Monarch, 
Honored At Luncheon 


S. Dwight Parker, chairman of 
Springfield-Monarch, was honored at 
a luncheon in 
Longmea d- 
ow, Mass., to mark 
his 35th annivers- 
ary with the com- 
panies. About 60 
associates attend- 
ed the lunch at 
which Mr. Parker 
received a watch 
and a Tiffany tray 
engraved with the 
signatures of of- 
ficers and direc- 
tors of Springfield- 
Monarch. 

He joined Springfield F.&M. in 1925,| 
He was named secretary at New York 
in 1937, secretary in 1939 and vice-| 
president in 1944. He was transferred 
to the home office in 1946, and was’ 
elected a director in 1949, president in 
1955, and chairman of the affiliated 
Springfield-Monarch companies in 
March of this year. 
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S. Dwight Parker 





Titus, Hodkowski Raised 
By Phoenix Of Hartford 


Phoenix of Hartford has named 
Charles R. Titus assistant manager of 
the Cook County Office at Chicago. 
Mr. Titus joined the company in 1951 
in Oklahoma as special agent. In 1955 
he was appointed state agent, and in 
1957 he was transferred to the same 
post at Grand Rapids, his most recent 
position. 5 

Chester F. Hodkowski succeeds Mr. 
Titus as state agent in western Michi- 
gan. He joined the company in 1952 in 
the home office underwriting depart- 
ment. After graduating from the home 
office multiple-line field training 
school in 1954, he was transferred to 
Grand Rapids. 


Kemper Appoints Eleven 


James S. Kemper & Co. has named 
11 new officers. New vice-presidents 
at Chicago are L. Wayne Arny Jr, | 
boiler production; Jack F. Maloney, 
field man, and Richard S. Winzer, 
field man. Bernard J. Sullivan, auto 
underwriting head at Chicago, was 
named 2nd vice-president. 

New resident vice-presidents are 
Thomas P. Blinn, Omaha; Edward A. 
Dickerson, St. Louis; Arthur Gotts- | 
chalk, Peoria, Ill.; Edmund J. Grydyk, | 
Rockford, Ill., and Philip J. Isenberg, | 
Kansas City. All are branch managers. 

John W. Bacher, field man at Chi- 
cago, was named assistant vice-presi- 
dent and Russell L. Cossart, under- 
writer at Chicago, assistant secretary. 





Minnehoma of Tulsa has named 
Verne G. Watts production manager 
for Minnehoma and Minnehoma Life. 
E. Dale Covert has been appointed | 
special agent for Oklahoma and Jack / 
C. Henderson branch manager at Los 
Angeles. 
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Editors call him the backbone of America. Politicians call him the Majority Vote. 
Economists call him the big Middle Income Market. 

He’s a prominent man in the State Farm picture. Our agents know him well. They 
provide much of the auto insurance he buys. And at the same time they are 
giving him opportunities, never before so readily at his disposal, to protect 
himself and his family more adequately with the home and life insurance he needs. 
For him, for millions like him, the State Farm agent is the Family Insurance Man. 


THEMAN IN OUR PICTURE 


STATE FARM 


SS 


INSURANCE 


STATE FARM INSURANCE COMPANIES / Home Offices: Bloomington, Iilinois 
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Effect Of New Economy Type Plans 
On The Agent’s Office Operations 


(This talk was delivered before 
agency principals attending the school 
on agency management sponsored by 
Ohio Assn. of Insurance Agents and 
NAIA at Lake Erie College. Agents 
came from all parts of the country, and 
each agency represented had a prem- 
ium volume of at least $350,000.) 


By THOMAS J. McKERNAN 
Natl. Automobile Underwriters Assn. 


PART I 


Much has been written and spoken 
concerning package policies and safe 
driver plans. Primarily, these programs 
incorporate important economy fea- 
tures utilizing ultra-modern electronic 
processing equipment which permit 
the offering of realistic coverage at 
reduced premiums to the mass market. 

What is the effect of these plans on 
the agent’s office operations? It is 
such as to make vital the need for a 
reappraisal of the agent’s present of- 
fice routine. Initially it is important 
to point out that no two agencies con- 
duct their business in quite the same 
manner. Even though many agents use 
the same commercial systems, they 
have been amended or altered to fit 
the ‘individual needs of the agency. 
Every agent is an individualist, and 
it is rare to find two agents who use 
the same method in accomplishing 
their purpose of making a profit. The 
success of an agency’s operation is not 
measured by the amount of gross in- 


Permanent Life Insurance 


NEW 


STEP-UP PLAN... 


Offers the advantage of level-premium 
insurance — with a lower initial payment 


which builds up gradually, over a 
five-year period, to a level premium. 


HERE’S HOW IT WORKS: 


$10,000 life insurance for man age 30 


First year premium $57.80 
Gradually increasing in amount each 


year until the fifth, when the premium 


levels off at $177.20. 


Call our local office for sales information 
and further details. Connecticut General Life 


Insurance Company, Hartford. 


CONNECTICUT GENERAL €@ss5 


Life | Accident | Health | Group Insurance | Pension Plans | Reinsurance 


come but by how many net dollars are 
available to the agent after expenses 
have been paid. 


Reviews Present System 


To illustrate the effect of the new 
policies on present operations, it is 
necessary to review the routine gener- 
ally practiced in an agent’s office. The 
issuing of policies is one of the primary 
reasons for the existence of an insur- 
ance office. It is the issuing, recording, 
cancelling and changing of these pol- 
icies which make up the major share 
of the office work. A matter of equal 
importance in the work of an agency is 
that of recording and bookkeeping. 
How these various steps are undertaken 
depends upon the office system of the 
agency. The following steps are nec- 
essary to put a policy on the books of 
the agency. The agent adopts or modi- 
fies the steps to fit his particular sys- 
tem. 

1. Type an invoice for the premium. 

2. Charge the premium to the cus- 
tomer in the accounts receivable of 
the customer’s ledger. 

3. Make an entry in the customer’s 
line record. 

4. Record the policy in the expira- 
tion record. 

5. Make an entry in the policy reg- 
ister. 

6. Enter the policy in the individual 
company’s account current. 

7. Record it in the monthly accounts 
payable ledger. 

8. List it in the sales and/or com- 








mission account. 

These steps are repeated when the 
policy is renewed. 

The obvious economies in office pro- 
cedure by preparing in one typing the 
invoice, the line record, the expiration 
record and the ledger account have led 
to the adoption of multiple invoice or 
billing systems. 


New Package Policies 


The procedures for the processing of 
the new automobile and other package 
policies have been arranged and des- 
igned to minimize work for the pro- 
ducer, eliminate bookkeeping and 
time-consuming policy changes. Re- 
newal details are handled by ultra- 
modern electronic processing equip- 
ment. Most companies issuing these 
policies have prepared a manual of 
instructions for use in conjunction with 
their programs. The main points in 
their new merchandising program are: 

1. Policies are issued for a _ six 
months or less term with extensions 
accomplished by the issuance of renew- 
al certificates. 

2. The declarations and application, 
usually a five-part snap-out carbon 
pack, is completed and signed by both 
agent and insured. 

3. The original or top copy is in- 
serted in a policy jacket and given to 
insured. 

4. The second copy, together with 
the gross premium, is forwarded to 
the company. 

5. The agent retains a copy for his 
records. The additional copies are de- 
signed for a loss payee or sub-producer. 

6. Prior to expiration of the original 
and each successive term, a mechani- 
cally reproduced bill for the gross re- 
newal premium is sent directly to the 
insured or to the agent for transmittal. 

The company generally sends the 
agent a statement and payment for 
commissions due on new policies and 
renewals as well as additional prem- 
ium and adjustments due in connec- 
tion with all transactions entered dur- 
ing the prior month. 


Some Records Unnecessary 


It is obvious that several records 
now maintained in an agent’s office 
become unnecessary in connection 
with these package programs. It is im- 
portant to point out, however, that the 
present routine must be maintained 
for the issuance of other policies. In- 
voices, accounts receivable, company 
accounts payable records, and the like 
may be eliminated. The problem be- 
comes two-fold—integration and el- 
imination of unnecessary steps in the 
agent’s office routine. 

The common-sense place to start is 
to make an actual study of the flow 
of work in your office, visualizing the 
effect of the procedures outlined in 
connection with the new policies. The 
practical application of a work flow 
study is based on simple principles. 
Each employe should be made to real- 
ize that the study is being made by 
management in a sincere effort to ob- 
tain essential facts to examine office 
routines to develop a smooth-running 
office. 

In order to appreciate and analyze 
your office routine, it is requently nec- 
essary to visualize the flow of work. 
A diagram consisting of a rough free 
hand drawing of the office layout with 

(CONTINUED ON PAGE 29) 





Wood, Smith In Top 
Founders’ Changes — 


T. F. Wood has been elected presi 
dent of Founders of Security-Con 
necticut group. He succeeds P. Wa 
Smith who becomes chairman. Jo! 
Wimmer has been elected vice-presj. 
dent in charge of underwriting. 





| 


Was In Underwriting 


Mr. Wood joined Allstate and wa 
in underwriting and production wor) 
in California for eight years befor 
going with Auto Club of Southern Cal. 
ifornia in a similar capacity for fow 
years. He later joined Pacific Employ. 
ers as executive assistant to the presi. 
dent. 

Mr. Smith will continue his dutig 
as president of Fire & Casualty 
Connecticut, and vice-president of Con. 
necticut Indemnity, Security-Con. 
necticut Life, and Security of Ney 
Haven. 


Corwin Promoted 
By Crum & Forster 


Crum & Forster has appointed Den- 
nis N. Corwin general manager of th 
Pacific department. He will assist Ed. 
ward W. Church, vice-president ip 
charge of operations of the depart 
ment. 

Mr. Corwin joined the group i 
1955 to supervise its casualty opers 
tions on the west coast. 


Thomas E. Dunn has been electei 
vice-president of Koehler Insurance: 
Associates agency of Toledo. 





CURRENT 
INSURANCE OPPORTUNITIES 
M. West 
Fire Admin. Mgr. $17,500. 
Chgo. 

A&H (Indiv.) Sales Mgr. $15,000. 

M. West 

Fire—E.D.P. Mgr. $13,500. 

Mo. 

Agency Manager $12,500. 

Ohio 

Cas. Accounts Exec. $12,000. 

M. West 

Cas. Eng. Mgr. $12,000. 

M. West 

Cas.—Bond Prod. Supv. $10,000. 

Ohio 

Cas. Undr. Mgr. $10,000. 

South 

Excess Lines Undr. $ 9,000. 

Mich. 

Fire—Admin. Trainee $ 7,500. 

Colo. 

Cas. Clms. Adj. $ 6,700. 

These listings representative of openings 

in Fire—Casualty—Life—A&H all sections 

of the country. Write for brochure “HOW 

WE OPERATE”. All inquiries confidential. 

FERGASON PERSONNEL 

INSURANCE PERSONNEL EXCLUSIVELY 

HArrison 7-9040 
330 S. Wells Chicago 6, Illinois 
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* Look to Great American for 


progressive ideas... new 


and better policy forms... 


improved merchandising 


methods—all designed to RELAX! 


foster agency growth and Enjoy freedom from care with a Family Security Program 
provide more income arranged by a Great American agent, or your broker. 

for producers. Your program should include: Homeowners insurance, to 
protect your home and its contents; Accident and Sickness 


insurance; Automobile insurance ... plus any special 








SS oe coverage you need for complete protection. 
Great American 
Insurance Company PAY ON EASY TERMS 
New Pork Use Great American’s BUDGET PLAN to pay for your 
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Family Security Program, in easy monthly or quarterly 
installments. Get full details now from your nearest 


Great American agent, or your insurance broker. 
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Schmidt America Fore 
Philadelphia Manager 


Robert E. Schmidt, assistant man- 
ager of the Philadelphia office of 
America Fore fire companies since 
1957, has been promoted to manager 
there. He succeeds Robert A. Sheppard 
who has retired after 34 years with 
the companies. 

Mr. Schmidt joined America Fore 


in 1935 and was in the field in New 


England and New York before being 
named fire special agent in southern 
Jersey 


New in 1948. He was trans- 
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fered to Philadelphia as superintend- 
ent of the inland marine department 
in 1952. 

Mr. Sheppard joined America Fore 
in 1926 and was special agent and 
state agent in New Jersey before being 
named manager at Philadelphia for the 
fire companies in 1948. He is a past 
president of New Jersey Fieldmen’s 
Assn. and of South Jersey Field Club. 


Insurance Library Assn. of Atlanta 
will hold its annual outing August 12 
at the Standard Town & Country Club. 
Six hundred members will participate. 


THIS 
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THE CASH KEEPS 


Why? Because a K: thinking agent sold this store- 
owner Gross Earnings Business Interruption coverage. 
When disaster closed his shop, he stayed in business 
—thanks to The Fund. Business Interruption coverage 
continued his profits, the payroll of his key employees 
and met other fixed expenses. Without this protec- 
tion, he might never have opened his doors again. 
Facts show that when a serious fire strikes a business, 
two out of five never re-open— even though protected 
by building and contents insurance. Many who do 
re-open discover their credit has nose-dived. Think 


COMING 



















x *The Chinese symbol for BIG, as in “Think BIG”. 


North America Names 
Three In Investments 


North America has elected Ronald 
J. Burns investment secretary, Wil- 
liam E. A. Davidson assistant secre- 
tary-investments, and Robert A. 
Kingsley assistant secretary-assistant 
treasurer. Mr. Kingsley was elected 
to the same post with Life of North 
America. 

Mr. Burns joined the company in 
1958 in the investment department at 
Philadelphia. He fomerly handled pe- 
troleum investments with Laurence 


of the sales potential in your town! Every store, every 
business, every shopping center! Now simplified, this 
coverage is as easy to write as fire insurance. And 
right now, Business Interruption insurance is being 
spotlighted and promoted as The Fund’s LINE OF 
THE MONTH. Tie in with this nationwide push! Write 
for The Fund’s Gross Earnings Business Interruption 
kit today. Send your name and address now to: LINE 
OF THE MONTH #2, The Fund Insuranee Companies, 
Research, Development and Sales, 3333 California 
Street, San Francisco 20, California. 


We 


FF ON. 'D Pnsurance Companies 


FIREMAN'S FUND INSURANCE COMPANY 
HOME FIRE & MARINE INSURANCE COMPANY 
NATIONAL SURETY CORPORATION 


YOUR ndependent 
Iasurance /AGENT 
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M. Marks & Co. in New York, and} 
was in the investment department of 
Guaranty Trust Co. y 
Mr. Davidson went with North 
America in 1946 as an _ investment 
analyst in Philadelphia. He was trans. 
ferred to New York in 1951 as invest. 
ment department representative and 
was transferred back to Philadelphia 
in 1956. 
Mr. Kingsley joined North America’s 
personnel department in 1949 and was 
moved t/) the treasurer’s office in 1950, 


Asks Elimination Of Stop 
Loss In Deductible Fire 


Louisiana Rating & Fire Prevention 
Bureau has requested that the depart- 
ment hold a hearing and rescind the 
bureau’s approval of a deductible fire 
plan by North America to the extent) 
that the plan permits insured to buy! 
a stop loss cover to limit the aggregate 
number of deductibles he may pay in 
one policy period. 

The bureau contends that the per- 
mission to buy stop loss is a buy back 
provision and is included in the policy 
to circumvent rate regulation. 

George H. Menefee, Baton Rouge 
consultant, points out to his clients that 
the bureau’s statement indicates 2 
lack of understanding as to what a stop 
loss policy is and its purpose. He notes 
that EC policies with deductibles have 
the buy back feature. He also suggests 
the bureau look at the provisions re- 
garding coverages on bridges, particu- 
larly such bridges as the one over Bay 
St. Louis, Miss. 


Beppler Of ABA Retiring 


Herman J. Beppler, for more than 
25 years with the insurance and pro- 
tective department of American Bank- 
ers Assn., is retiring. He joined ABA 
in 1927 and worked in the legal de- 
partment before transferring to the 
insurance and protective division as 2 
writer and editor on its Protective 
Bulletin and a member of the staf 
maintaining liaison with the associa- 
tion’s agents and various law enforce- 
ment agencies. 

He is the author of numerous ar- 
ticles on bank protection and recent- 
ly wrote two manuals in use in banks 
throughout the country entitled “Iden- 
tification With and Without Credenti-| 
als” and “The Bank Holdup Problem. 

He will continue to write and acti 
as a consultant in the field of bank 
protection. 


In S. C. Field For Boston 


Boston has appointed George H 
Leyden special agent at Charleston 
S. C. He joined the company in 195) 
as engineer-auditor at Charleston. 


Creth & Sullivan agency of Phila- 
delphia has elected Russell Bleakley 
president, to the newly created posi+ 
tion of chairman. Leo C. Havey, ex: 
ecutive vice-president, has been ad: 
vanced to president. 
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k, and| Industry Hasn't Grasped 


rent of! ’ » 
| Meaning Of Automation, 
North! Cal. Agents’ Board Hears 
‘trea The insurance industry really hasn’t 
invest. begun to grasp the meaning of auto- 
re anj mation, a special committee of Cali- 
Jelphi,. fornia Assn. of Insurance Agents has 
' informed directors at a regular ~— 
ica’ eeting in San Mateo. The report was 
d we pen by Vice-president Jack Schroe- 
n 1950, der, who is a member of the committee 


studying possible uses of electronic of- 
fice equipment in agency and com- 
7 , operations. 
pany op at 
Too many company executives are 
confusing direct billing and continuous 


rention policies with automation, Mr. Schroe- 
lepart- Ger asserted. The use of electronic 
ad the} equipment in these areas is only creat- 
le fire} ing needless tensions between agency 
extent} and company forces. Also, not enough 
‘O buy has been done with automation as a 
regate means of quickly developing industry 
pay it’ experience statistics, he said. 

In discussing the application of auto- 
> pel! mation to agency operations, Mr. 
y back Schroeder cited the example of a Cali- 
policy fornia agency which has experimented 

| in this field. In 1959, this agency pro- 
Rouge duced $70,000 in private passenger 
ts that automobile premiums for one insurer 
tes a which uses the Safe Driver Plan. The 
a stop agency had been told that this business 
notes) could be more economically written 
shave in one of the slot-underwriting com- 
B8esk) panies. Since this particular business 
iS Te- yesulted in an earned loss ratio of 31% 
rticu- it was obviously eligible for the 
r Bay strictest slot underwriting techniques. 
However, had it been placed with a 
slot underwriting insurer, the rate 
would have been lower, the commission 
; and volume less, and the loss ratio 
than higher. The agency would have suf- 
Pro- fered almost a $6,000 loss of gross com- 
3ank- mission, and the company would have 
ABA suffered a higher loss ratio—both of 
1 pi which would have added expense. 
a Business Costs Increase 
active During this same period, Mr. Schroe- 
stall) der reported, the agency experienced a 
ocia-| significant increase in business costs. 
orce) The agency’s own intensive investiga- 
' tion demonstrated clearly that there 
Ss al-| was no area where any expense items 
cent) could be reduced by substituting slot 
yank} ynderwriting techniques. It was obvi- 
Iden) ous that there was no way by which 
enti} the out-of-pocket $6,000 loss of income 
lem.| could have been restored to the agency. 
1 ac Mr. Schroeder promised a further 
bank} report on the committee’s progress 
| later this year. 

During the board meeting, directors 
adopted the largest budget in the as- 
sociation’s history for the next fiscal 

> HD year. Biggest boost is in the proposed 
stol’ outlay for next year’s activity pro- 
195i grams, where the amount budgeted is 


n. almost triple in the figure of 1960. 


hila- jue 

xiey Name R. S. Owen V-P And 
posi’ Manager Of Grange Assn. 
ad] Ralph S. Owen has been elected 


vice-president and general manager of 
Grange Ins. Assn. of Seattle. He has 
been a director since 1952 and vice- 
president since 1958. Grange Associa- 
tion also is manager of Mayflower 
D | Exchange and Rocky Mountain Fire. 


Increase City Coverage 
Amounts In Philadelphia 


The procurement department of 
Philadelphia, which annually 
purchases close to $90 million in sup- 
plies, services, equipment and proper- 
ty, has instituted new regulations for 
bids on city public works contracts, 
including insurance. It is now man- 
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datory for contractors on city work to 
provide comprehensive liability with 
minimum limits of 100/500/25. Per- 
formance bonds must be 100% of the 
amount of the contract, rather than 
the former 50%. 


Northwest Ohio CPCUs Elect 

Northwestern Ohio chapter of CPCU 
has elected Elizabeth B. Cramer, To- 
ledo, president. Other officers are Rob- 
ert B. Kridler, Fremont, vice-presi- 
dent; Oscar J. Parker Jr., Toledo, 
secretary, and Dean L. Sutton, Toledo, 
treasurer. 









a world of property insurance services 
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Md. Names Melgard 
Education Director 


Commissioner Sears of Maryland has 
appointed Andrew A. Melgard educa- 
tional supervisor of the department. 
He will establish and direct the ad- 
ministration of the new agent’s qual- 
ification law, which is effective Sept. 
1. The law sets up a 94-hour study 
course as a requirement for licensing. 

Mr. Melgard has been a supervising 
underwriter of New Amsterdam Cas- 
ualty handling branch offices and large 
general agencies. 
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Hanover Names Meyers 
Casualty Claims Chief 


Hanover has transferred James J. 
Meyers from the western department 
to the home office where he will su- 
pervise the casualty claims division. 
He joined the company as casualty 
claims manager of the western depart- 
ment in 1956, and was advanced to 
assistant secretary earlier this year. 


Two Statesville, N. C., agencies 
have merged, Ralph Mullis and Lok 
Fox, into the Fox-Mullis agency. 













75 years of specialized experience in suretyship and insurance. No matter 
what the problem or coverage involved, we are prepared to assist you! 


For a sample of the solid selling help we give our agents 
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New Zurich Pad Makes 
Applications Easier 


Zurich field representatives are dis- 
tributing a new, combined casualty 
application pad called SNAP/APP. A 
conven-ent 7 x 9 inch pad containing 
an information index and a multiple 
use application for most casualty lines, 
the SNAP/APP consolidates material, 
is easily carried and cuts down on the 
storage and office space needed. 

The pad will enable the agent to 
get all the pertinent information from 
his client on the spot without carry- 










the 
ultimate in 
lifetime 





ing numerous forms and booklets. It 
is a compact pad, with 25 blue sheets 
on one side for private passenger auto- 
mobile applications and 25 white 
sheets on the other for other casualty 
lines. 


Globe Mut. Names Dunson In Ohio 

Floyd Dunson has joined Globe Mu- 
tual Casualty as field representative in 
Ohio. In field work 38 years, he has 
been Ohio manager of Wabash F.&C., 
and before that was with Travelers, 
London Guarantee, Standard Accident, 
and American Casualty. 


Sen eniteniits 









VDE RW 


Managers Advanced By 
Marine Agency of AlU 


American International Marine 
agency of New York, an affiliate of 
American International Underwriters, 
has elected Robert M. Bennett assistant 
vice-president, and Harry B. Chassen 
and George W. Stellwag assistant sec- 
retaries. 


Joined In 1946 


Mr. Bennett joined W. H. McGee & 
Co. in 1946 and advanced to hull sec- 
retary. He went with American Inter- 
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} This Policy Provides Benefits for Loss of Life 


is °F Time from Accidentai Bodily Injury, for 


Loss of Time from Sickness, and other Specified 
Losses, to the Extent Herein Provided and Is 
Renewable in Accordance with the Renewal 


Conditions Provision. 
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You might expect the finest in a lifetime loss-of- 
time contract from Combined. And we have it in 
our Business And Professional Compensation 
Plan, the “Cadillac” of Combined’s A&H line. 


In your area, and even among your present 
clientele, there are many who need this valuable 
protection . . . self-employed business men, pro- 
fessional men, business partners, management 
and corporation executives ... all are ready 
prospects... who can practically write their own 
ticket for the monthly income they want...who 
will quickly recognize this plan, with its special 
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Napoleon Hill 
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ond W. Clement Stone 


Know How to Motivate 


Yourself—And Others? 


Success 


renewal provision, as the practical loss-of- 
income coverage they need. 

With this blue-chip contract in your portfolio 
you'll have 100% backing from Combined... 
merchandising and motivational sales techniques 
... the tremendous resources of the world’s 
second largest exclusive accident and health 
company—who’s business is A&H—only A&H. 

A letter directed to Combined’s Disability 
Division will get you complete details about our 
Business And Professional Compensation Plan. 
May we hear from you this week? 
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Find out—and discover many other 
ways you can help yourself to fame, 
fortune, better health — whatever 
you want out of life! All contained 
in the amazing new book “Success 
Through A Positive Mental Attitude.” 
Ask for it at your bookstore. 


COMBINED 


Insurance Company Of America 


W. CLEMENT STONE, PRESIDENT 
5050 Broadway, Chicago 40, Illinois 
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national Marine agency in 1957 and is 


manager of its marine-hull depart- 
ment. 
Mr. Chassen entered the business 





with Royal-Globe group at New York 
in 1930. He went with Frank B. Hall 
& Co. in 1938 and was later chief ad- 
juster of U. S. Maritime Commission, 
He joined Albert Ullmann Marine Of. 
fice of AIU group as claims department 
manager in 1947, and subsequently was 
named manager of the marine claims 
department of American International 
Marine agency. 

Mr. Stellwag, who has been in the 
business since 1940, joined American 
International Marine agency as assist- 
ant to the agency manager in 1953. He 
was promoted to manager of the ma- 
rine branch and agency department in 
1956. Mr. Stellwag is a past president 
of American Marine Insurance For- 
um. 


Gold, N.C., Hears Plan To 


Arbitrate Uninsured Cases | 

Commissioner Gold of North Caro-| 
lina has held a hearing on an unin- 
sured motorist’s endorsement proposed 
by North Carolina Automobile Rate 
Administrative Office. 

Drivers covered by the plan would 
pay a $3 yearly premium for each 
insured car owned. The filing provides 
for arbitration of the damages caused 
by an uninsured motorist or a hit-and- | 
run driver if the insured and insurer! 
cannot reach agreement. 

Backing the plan were North Caro-| 
lina Assn. of Insurance Agents and’ 
Carolinas Assn. of Mutual Insurance} 
Agents. 





New Agency To Succeed Insurance| 
Unit Of Charlotte, N. C., Bank 

The insurance department of Amer- 
ican Commercial Bank of Charlotte, 
N.C., formerly American Trust Co, 
has been spun off to stockholders of 
American Commercial Bank as a result 
of the consolidation of the latter bank 
with Security National Bank of 
Greensboro. The new bank will be 
known as North Carolina National 
Bank. The new banking institution has 
obtained a national charter which pre- 
cludes the retention of the general in- 
surance agency. A new _ insurance 
agency has been formed to be known 
as American Commercial agency. 

Principal officers of the agency are 
Donald H. Denton, president, John D. 
Leak, vice-president, W. L. Felts, vice- 
president and secretary, and I. A. 
Jones, treasurer. 

Mr. Denton is chairman of the cas- 
ualty and surety committee of Na- 
tional Assn. of Insurance Agents, a di- 
rector of National Assn. of Casualty & 
Surety Agents, and National Assn. of 
Surety Bond Producers. He was for- 
merly vice-president of U. S. Casualty 
and later vice-president of American 
Commercial Bank. 





Alexander Heid Jr., formerly pres- 
ident of John A. Eckert & Co., gen- 
eral brokers, has joined Johnson & 
Higgins as a vice-president. He was 
with Indemnity of North America be- 
fore joining Eckert & Co. in 1941. He 
was named president in 1951. He is 
vice-president of Insurance Brokers 
Assn. of New York State. 





Richard W. Galiher, senior partner 
of Galiher & Stewart, Washington, 
D.C., insurance attorneys, has been} 
elected president of District of Colum-! 
bia Bar Assn. The association will act 
as host for the American Bar Assn. 
convention in August which will be 
attended by lawyers from Britain and 
Canada. i 
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It Mailers Fail, 
Agent May Be To 
Blame, IAC Advised 


The company advertising depart- 
ment can produce good direct mail 
material, but it is up to the agent to 
distribute it properly and effectively, 
c. F. Scheer, public relations director 
of Zurich, told members of Insurance 
Advertising Conference at Miami. 

Mr. Scheer said that sometimes the 
letters from agents who have used the 
materials ‘“‘make us wonder about the 
pulling power of our masterpieces of 
literary and pictorial arts. Sometimes 
we wonder how persuasively we have 
phrased our suggestions to our agents. 
And sometimes we wonder how care- 


' fully our agents have read them.” 


He related one experience in which 
two agents complained of not having 
received a single return card after they 
had sent our scores of mailers. An 
exchange of correspondence revealed 
that they had made their mailings 
just before a holiday, a time when 
most people are thinking more about 
gassing up their cars for a trip than 
about insuring them. 


Summary’s Results 


Mr. Scheer summarized the results 
of a survey made by his company in 
connection with one direct mail cir- 
cular. It was found that at least 20% 
of the agents did not use the mailers 
as such but distributed them in some 
way other than mail. Only one out of 
three mailed in quantities small 
enough for efficient follow-up, and the 
same proportion followed up within a 
week while the recipients still remem- 
bered the mailer. The greatest per- 
centage used the telephone for follow- 
up. 

The survey, he said, raised a num- 
ber of questions: Why did so many 
agents not distribute the mailers by 
mail as they were intended? Why did 
sO many mass-mail beyond their fol- 
low-up capacity, when it is so much 
easier to mail fewer cards at a time? 
Why did only about 50% follow up 
with a phone call or personal call? 

The results of the survey left the 
company advertising department more 
inquisitive than discouraged and it has 
issued a new mailer on another sub- 


WRITE today for a valuable 
agency appointment 
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ject, Mr. Scheer said. “We plan to send 
out another questionnaire, hoping to 
find that, somewhere in this land, one 
lone agent has followed the DMAA 
(Direct Mail Avertisers Assn.) sugges- 
tions to the letter and has _ been 
awarded with a 100% return. Such an 
agent, we promise, will receive all 
the publicity such a feat deserves. We 
will treat him like a celebrity. We will 
photograph him reclining ‘on his 
money pile, write his inspiring case 
history in glowing words, and spread 
his story far and wide, so that all 
who see may be convinced: ‘If I follow 
his example, I, too, will find direct 
mail profitable.’ ” 


Morton To Be Investment 
V-P Of Farmers Mutual, Wis. 


Farmers Mutual Auto of Madison 
has appointed F. G. Morton to the 
newly-created position of vice-presi- 
dent in charge of investment securi- 
ties. He will handle the investments of 
Farmers Mutual Auto and the affili- 
ated American Family Life and Farm- 
ers Mutual. 

Mr. Morton has been in the invest- 
ment business for 30 years, for 18 as 
vice-president of the Milwaukee Co. 
More recently he has been vice-chair- 
man of the Wisconsin Investment Com- 
mission, the administrative agency 
which manages approximately $350 
million of teachers’ and state employes’ 
retirement funds. 


Tenn. Agent Spends 4.5% Of 


Commission On Advertising 

The average agency in Tennessee 
spends $690 per year in advertising, 
Insurors of Tennessee reports. The 
figures were computed from the recent 
NAIA agency cost survey in the state. 
The average Tennessee agency writes 
premiums of $75,000 a year, so that 
the advertising expenditure is ap- 
proximately 1% of volume. However, 
against an average commission of $15,- 
427, the advertising done by the agent 
is almost 4.5% of gross income. 

The study shows the average agency 
nets a commission of 20.6%. The profit 
is 2.083% of net premiums, or $1,522. 
The typical agency has 1.37 principals, 
so that the full time agent realizes a 
profit of $1,111. 

Commissions on auto business con- 
stitute 31.7% of the average agency’s 
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commission. Before recent commission 
cuts, the agency averaged 20.5% com- 
missing on the line. With the reduction 
to 15.4%, the $4,885 in commissions 
from auto reduce to $3,644. The effect 
on the average agency’s profit is 60%, 
according to the Tennessee organiza- 
tion. 


Officers Elected, Plans 
Made By New N. Y. Unit 


Inland Multiple Peril Society elected 
Hugh Ward of Corroon & Reynolds 
president at its first meeting in New 
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Vice President 
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York. The society was formed for ex- 
change of ideas on the fire, inland ma- 
rine and comprehensive liability 
among executives, underwriters, ad- 
justers, loss prevention and inspect‘on 
people, initially in the New York ar2a. 

John Lane of the John C. Weghorn 
agency was elected secretary, and 


Robert Rudy, American, treasurer. 

The society’s next meeting will be 
July 19, at Beekman Restzeurant. Pres- 
ent plans call for noontime meetings 
on the third Thursday of each month 
with programs to include business and 
social activities. 
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an IMPORTANT part of 


OFFSHORE OIL 


icE 


INSURANCE AGENTS and brokers know 
the importance of experienced handling in 
arranging proper coverage, and how much 
proper servicing of losses can mean to the 
insured. In most cases they will recommend 
placing the insurance on offshore oil drilling 
and. production equipment with a special- 
ized market such as Southern Marine which 
is located in the hub of the oil industry in 
the Western Hemisphere. 


Important too is Southern Marine’s unique 
Loss Prevention Service. It is geared to work 
with the insured in preventing loss in an 
effort to (1) reduce future insurance costs, 
and (2) prevent equipment down-time. Even 
with full reimbursement for loss or damage, 
equipment down-time for repairs knocks out 
income. Ask those who use our Loss Pre- 
vention Service how well it works for the 
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SOUTHERN MARINE 


& AVIATION UNDERWRITERS, INC. 
610 Poydras Street, TUlane 5266, New Orleans 12 
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Royal-Globe’s post card application for 


AGENCY SYSTEMS 
REPRESENTATIVE 


administrator or executor bonds up to 
$50,000 without applicant's signature! 
Get all the details today from this highly- 
trained member of our mobile production 
team. Call him now! 


and your versatile 
\i LINE” FIELDMAN 


INSURANCE GROUP New York 38, New York 


ROYAL INSURANCE COMPANY, LTD. + THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. - ROYAL INDEMNITY COMPANY « GLOBE 
INDEMNITY COMPANY - QUEEN INSURANCE COMPANY OF AMERICA - NEWARK INSURANCE COMPANY - AMERICAN AND FOREIGN 
INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD - THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. 
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Conventions 


July 17-20, Consumer Credit Insurance Assn., 
annual, The Greenbrier, White Sulphur 
Springs, W. Va. 

July 22-28, National Assn. of Claimants’ Com- 
pensation Attorneys, annual, Jack Tar Hotel, 
San Francisco. 

August 7-12, Honorable Order of the Blue 
Goose, Grand Nest, Sheraton Cadillac Hotel, 
Detroit. 

PP eceteee 10-11, 
Marott Hotel, 


ABC Service Bureau, 
Indianapolis. 


annual, 


} [Mie 10-11, Hoosierland Rating Bureau, an- 


nual, Marott Hotel, Indianapolis. 

August 14-17, West Virginia agents, annual, 
The Greenbrier, White Sulphur Springs, W. 
Va. 

August 15-17, Texas mutual agents, 
Hotel Galvez, Galveston. 

August 22-24, International Federation of Com- 
mercial Travelers Insurance Organizations, 
annual, Queen Elizabeth Hotel, Montreal, 
Canada. 

August 24-27, Federation of Insurance Coun- 
sel, annual, Bellevue Stratford Hotel, Phil- 
adelphia. 

August 25-27, Montana agents, 
Glacier Lodge, Glacier Park. 

August 28-30, Wyoming agents, annual, 
Hotel, Jackson. 

Sept. 6-8, Maine agents, annual, Samoset Hotel, 
Rockland. 

Sept. 7-10, Alaska agents, annual, 
ley National Park. 

Sept. 11-14, National Assn. of Mutual Insurance 
Companies, annual, Olympic Hotel, Seattle, 
Wash. 

Sept. 12, Vermont agents, annual, Basin Harbor 
Club, Vergennes. 

Sept. 12-13, Utah agents, annual, 
Salt Lake City. 

Sept. 12-16, International 
Insurance, conference, 
Washington D. C. 

Sept. 13-16, Mutual Loss Managers’ Conference, 
Roosevelt Hotel, New Orleans. 
Sept. 14-16, Michigan agents, annual, 

Hotel, Grand Rapids. 

Sept. 14-16, Society of Chartered Property & 
Casualty Underwriters, annual, Statler-Hil- 
ton Hotel, Detroit. 

Sept. 15-16, Minnesota agents, 
Nicollet Hotel, Minneapolis. 
Sept. 18-20, New Hampshire agents, annual, 
Mount Washington Hotel, Bretton Woods 
Sept. 18-20, West Virginia Assn. of Mutual In- 
surance Agents, Jackson Hotel, Clarksburg. 
Sept. 18-21, Idaho agents, annual, Sun Valley 

Lodge. Siun Valley. 


annual, 


annual, East 


Wort 


Mt. McKin- 


Hotel Utah, 


of Marine 
Hotel, 


Union 
Shoreham 


Pantlind 


annual, Pick- 


Sept. 19-20, Minnesota mutual agents, annual, 
Pick-Nicollet Hotel, Minneapolis. 
Sept. 19-21, Washington agents, annual, Olym- 


pic Hotel, Seattle. 

Sept. 21-23, Canadian Federation of Insurance 
Agents & Brokers Assns., annual, Mont 
Tremblant Lodge, Mont Tremblant, Quebec, 
Canada. 

Sept. 21-23, Oregon agents, annual, 
Portland Hotel, Portland. 


Sheraton- 


Sept. 21-23, Western Loss Assn., annual, Lake 
Lawn Lodge, Delavan, Wis. 
Sept. 26, New Jersey agents, annual, Hotel 


Traymore, Atlantic City. 

Sept. 26-28, National Assn. of Insurance Agents, 
annual, Chalfonte-Haddon Hall, Atlantic City, 
N. J. 


Oct. 2-5, National Assn. 
Agents and National 
Surety Executives, 
Greenbrier, White Sulphur 

Oct. 8-11, Kansas agents, 
Hotel, Wichita. 

Oct. 13-14, Conference of Mutual Casualty Com- 
panies, sales and agency meeting, Conrad 
Hilton Hotel, Chicago. 


of Casualty & Surety 
Assn. of Casualty & 
combined annual. The 
Springs, W. Va. 
annual, Broadview 


Oct. 14-15, North Dakota Agents, annual, 
Grand Pacific Hotel, Bismarck. 

Oct. 16-18, Arizona Agents, annual, Pioneer 
Hotel, Tucson. 

Oct. 16-18, Maryland agents, annual, Hotel 


Emerson, Baltimore. 
Oct. 16-18, Ohio agents, annual, The Neil House, 


Columbus. 

Oct. 17-19, Wisconsin agents, annual, Schroeder 
Hotel, Milwaukee. 

Oct. 18-19, Massachusetts agents, annual, 
Sheraton Plaza Hotel, Boston. 

Oct. 21-23, Colorado agents, annual, Broad- 


moor Hotel, Colorado Springs. 

Oct. 22-27, National Assn. of Mutual Insurance 
Agents, annual, Statler Hotel, Washington, 
D. C. 

Oct. 23-25, Missouri agents, Governor 
Hotel, Jefferson City. 

Oct. 24, Rhode Island agents, annual, Sheraton- 
Biltmore Hotel, Providence. 

Oct. 24-26, California agents, annual, 
Palace Hotel, San Francisco. 
Oct. 26-28, Nebraska agents, 

Town House, Omaha. 

Oct. 27, Connecticut agents, 
Hilton Hotel, Hartford. 

Oct. 27-28, Kansas State Assn. of Mutual In- 
surance Companies, Holiday Inn. Topeka. 


annual, 


Sheraton- 
annual, The 


annual, Statler- 


| Oct 27-29, New Mexico agents, annual, West- 
| ern Skies Hotel, Albuquerque. 
Oct. 30-Nov. 1, Illinois agents, annual, Pere 


Marquette Hotel, Peoria. 


| Oct. 30-Nov. 1, Tennessee agents, annual, 
drew Jackson Hotel, Nashville. 


An- 
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Stuart’s portrait of our first 
president so well brings out 
Washington’s steadfast charac- 
ter. For 161 years the Provi- 
dence Washington has been 
steadfast in its loyalty to its 
agents and in its belief in the 
agency system. 
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Company Units Back 
Pa. Chamber's Probe Of 
Liability Claim Frauds 


Pennsylvania State Chamber of 
Commerce will cooperate with Assn. of 


‘Casualty & Surety Companies, Amer- 
‘ican Mutual Insurance Alliance, and 
' National Assn. of Independent Insurers 
‘in an investigation of fraudulent lia- 


bility claims and practices in Penn- 


' sylvania. The probe will not be con- 
' fined to automobile liability claims, 
' but will 
» claims. 


extend to other liability 


Members of the staff of the casu- 


’ alty and surety association’s claims 
‘bureau will conduct the investigation 
' from offices which will be opened this 


month in Philadelphia. Possible cases 
of fraud in the filing and handling of 
claims anywhere in the state will be 
studied. Evidence of a criminal nature 
will be handed over to appropriate 
district attorneys. 

Kenneth B. Hatch, president of Re- 


'liance and chairman of the chamber’s 


insurance committee, said that the in- 
vestigators will seek the cooperation 
of medical and legal societies during 


the probe. 


The investigation is the second step 


' in a campaign of the chamber’s in- 


surance committee to combat rising 
costs of liability insurance. Earlier a 
study was made of Pennsylvania traf- 
fic accident jury awards in 12 coun- 


' ties. 


| Harvey Heads Liability 
_ Agency Department Of 





emer 





Continental Casualty 

Vice-president Robert Harvey has 
been given full responsibility for all 
functions of Continental Casualty’s 
liability agency department. His staff 
consists of Vice-president George 
Smith and Assistant Vice-presidents 
James M. Peterson, John J. Mulligan, 
and Burton F. Harris. 

Mr. Harvey joined Continental Cas- 
ualty in 1932 as a special representa- 
tive. In 1938 he was made assistant 
secretary and in 1951 was appointed 
assistant superintendent of agents for 
the liability department. He was el- 
ected vice-president in 1957. 


Cook County Field Men 
Elect Warren Porter 


President At Annual 


Warren T. Porter, Aetna Casualty, 
has been elected president of Cook 
County Capital Stock Insurance Assn. 
at the annual meeting. 

M. Joseph Bergin, Royal-Globe 
group, was named vice-president; Otto 
E. Drayko, Hartford Fire, secretary, 
and John J. Pini, America Fore Loy- 
alty group, treasurer. 

Trustees elected were William J. 
Andrle, Travelers Indemnity; Sher- 
man S. Leseth, Standard Accident, 
and Oscar Schwendeman and T. J. 
Wagerman, both of America Fore 
Loyalty group. 


Underwriters’ Reports 


Advances Three Officers 


Underwriters Reports has elected 
Paul B. Cameron executive vice-pres- 
ident, C. Joseph Licata vice-president, 
and Ellen M. Flynn secretary and as- 
sistant treasurer. 

Mr. Cameron joined the firm in 
1937. He will have complete charge of 
Operations in New England, New York 
and New Jersey. Mr. Licata will su- 
Pervise sales and service in Massa- 


XUM 


NATIONA, 


chusetts and Rhode Island. Miss Flynn 
will supervise home office personnel 
and accounts. 


St. Joe Valley Pond Elects 


Newly elected officers of the St. Joe 
Valley (Indiana) pond «f Blue Goose 
are: Most loyal gander, Warren Mic- 
kelsen, Fireman’s Fund; _ supervisor, 
James Bledsoe, New York Underwrit- 
ers; custodian, Robert Sweitzer, In- 
diana Rating Bureau; guardian, Wil- 
liam Bridge, Indiana; keeper, Roger 
Etter, Indiana Rating Bureau, and 
wielder, Edwin Wolaver, Hanover. 
Standard Acc. Names Atkinson 

Standard Accident has named Frank 
J. Atkinson Jr. engineering supervisor 
at Atlanta. He joined the company in 
1957 as a field safety engineer at Or- 
lando and subsequently worked as 
engineering representative at Jackson- 
ville and West Palm Beach. 

Insurance Women of Austin elected 
Miss Georgia Ann Doerr president; 
Mrs. Lambert Raatz, vice-president; 
Miss LaNell Hunt, secretary, and Mrs. 
Larry Roesler, treasurer. 
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Auto Insured Denies 
Permission, Insurer 
Wins Coverage Denial 


New Jersey supreme court has up- 
held Globe Indemnity’s denial of au- 
tomobile liability coverage in a case 
in which insured loaned the car to a 
nephew but told him not to let anyone 
else drive it. The insured, John Rana- 
letti of Paterson, loaned his car to 
George Rogers, a nephew, but ex- 
pressly directed him not to loan it to 
anyone else. Rogers loaned the auto- 
mobile to a friend, who was involved 
in an accident and became liable for 
a judgment of $3,177. 

The insurer refused to pay the judg- 
ment because its policy covered only 
insured, members of his household, 
and any other person using the auto- 
mobile “with the permission of the 
named insured.” The supreme court’s 
split decision, four justices to three, 
upheld lower court verdicts in favor 
of the insurer. 

The high court opined that public 
interest might be better served if com- 
prehensive liability policies were writ- 
ten to cover every driver of an insured 


automobile, without regard to intra- 
family instructions given by laymen 
unfamiliar with insurance law, “but 
they are not so written.” Consequently 
“such arguments must be addressed to 
the legislature.” 


Hayes Feted On Retirement 


William Hayes of Tully, N. Y., who 
has retired after more than 50 years 
in the agency -business there, was 
honored at a_ testimonial dinner 
given by the local chamber of com- 
merce. Among those who paid tribute 
at the dinner were Forrest H. Wit- 
meyer, president of Excelsior, Edward 
K. Beemer, Syracuse manager of 
Travelers, and Laurence A. Bourdon 
of the Syracuse office of Northwestern 
Mutual Life. A telegram was read 
from Robert E. Dineen, former New 
York insurance superintendent. 


Mutual Bureau has increased M&C 
BI and PDL rates 12.5% in Kentucky 
and 15% in Minnesota, effective July 
6. Hospital professional liability rates 
have been revised in Minnesota and 
North Carolina. 


You'll enjoy “THE TWENTIETH CENTURY,” Sundays, CBS-T} 
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Floating mines laid during World 
War II, and in conflicts since then, 
are still causing trouble for marine 
insurers. Smaller ships disappear and 
insurers have ascertained that such 
odd occurrences have not been by 
sabotage or ordinary causes of sinking. 
The evidence suggests the ships have 
struck floating mines. 

In June this year, the crew of a 
Swedish vessel saw a mine in the 
North Atlantic steamer lanes; the mo- 
tor tanker Bardal sighted a mine in 
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Floating Mines Continue As Ocean Hazard 


the English Channel. Another was 
sighted off Land’s End, and several 
mines, apparently laid during the Kor- 
ean War, were reported endangering 
shipping in the Sea of Japan and the 
Tsugaru Strait. 

For the 17 months ended May, 1960, 
87 mines were reported sighted in the 


North Sea approaches, five in the 
Western Hemisphere, and_ several 
elsewhere. 


American Cargo War Risk Reinsur- 
ance Exchange reports that while the 
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same m.nes may have been reported 
more than once, two vessels have be- 
come casualties this year. They were 
the French motor vessel Marcel Cachin 
off the Breton Coast March 26, and the 
German M. V. Marmara off Borkum 
Jan. 14. Since the end of World War 
II, 451 vessels have been sunk or dam- 
aged by mines. 
Torpedo Sightings 

Torpedoes also were seen off 
Charleston, S. C., in March, 1959, and 
twice off Malta, in July and Novem- 
ber, 1959, and off Halifax, Nova Scotia, 
in April, 1960. An alert occurred in 
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Singapore Harbor in June, 1959, whey 
six live torpedoes were discovered in 
the hulk of a Japanese submarine sunk 
during World War II. 


July 1° 


Though the World War I mine haz Buf 


ard was considered almost non-ex.) 
istent by 1921, one was picked up off) 
the English coast in 1959. j 
The mine hazard is expected to con- 
tinue for many years. During World: 
War II, U. S. forces laid more than 
44,000 mines in the Pacific area; the’ 
Japanese mine layings totaled 51,40)! 
and the British had 263,000 for all of/ 
their theatres of operation. American| 
Cargo War Risk Reinsurance Exchange} 
considers that a conservative estimate 
of mine layings in World War JI 
totals 500,000. This includes activities 
of the Germans, Russians, and Italians; 
Though many mines were destroyed 
in intensive sweeps of known mined 
areas, not all areas were charted, 
Mines tend to break loose and drift 
with the tides and waves, often moyv-! 
ing many miles 30 feet under the wa-/ 
ter. The recent tidal waves caused by’ 
the Chilean earthquakes could easily! 
have resulted in a _ distribution of 
drifting mines to areas that would 
otherwise be considered mine-free. 


Defendants Win 53% Of 
Personal Injury Jury Cases 


In Chicago In Last Term 


The last regular weekly issue of} 
Cook County Jury Verdict Reporter 
until the courts reopen in September} 
shows that juries handling personal) 
injury cases in Chicago decided 285} 
of the 537 suits in favor of defendants | 
and 252 in favor of plaintiffs, awarding | 
$5,756,747 in damages from Sept. 1] 
1959, to July 1, 1960. 


Contested Cases Only 


‘ 

These are contested cases only and} 
do not include settlements before trial,| 
so that cases reported are those in| 
which both sides or one of them felt 
litigation was worthwhile. 

The total demanded by plaintiffs in) 
the nine-month period was $11,971,720: 
and approximately half of that was 
awarded in damages. Defendants made) 
offers amounting to $3,282,625, or 
about 60% of what the juries felt was 
proper. 


t 


III Releases Leaflet 
On California AR Plan 


Insurance Information Institute has) 
released a brief, non-technical leaflet} 
on the revised California AR plan. 

Clyde M. Marshall, chairman of III's) 
Pacific Coast advisory committee, 
noted that it had become apparent a 
better understanding of the plan was 
necessary if the industry is to avoid 
public and political criticism resulting 
from confusion and lack of informa- 
tion. 


Farmers Mutual Re Has Changes | 

Wayne Estal has been named vice- 
president of Farmers Mutual Reinsur- 
ance of Grinnell, Ia. He has been with 
the company since 1953, specializing) 
in field operations. 

Newly elected to the board of Farm-) 
mers Mutual Re is John A. Baum- 
hover, secretary of Mount Carmel Mu- 
tual of Carroll, Ia. 


Milwaukee Assn. of Insurance 
Agents will hold its annual meeting 
and election Sept. 14. The selection of 
the 1960 Miss Wisconsin Road Aid! 
will be made from entries submitted 
by companies and agencies sponsoring 
the Road Aid program. 
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HteNATIONAL UNBERWRITER 


Insurers Need More Data On Earthquakes, 
Buffinton Of Factory Mutual Bureau Says 


The difficulties of underwriters in 
establishing rates for earthquake in- 
surance, and suggestions as to how 
seismologists may provide significant 
data for that purpose were discussed 
in @ paper prepared for presentation 
at the second world conference on 
earthquake engineering in Tokyo, by 
P. G. Buffinton, manager of Factory 
Mutual Rating Bureau. 

A basic problem is that underwrit- 
ers do not understand many technical 
aspects of seismology, and seismolo- 
gists may not appreciate the problems 
of underwritng. 

It is recognized that in fire insur- 
ance, loss trends do exist, but because 
of the frequency of fires, and the large 
amount of insurance written, the ex- 
tremes are not as great in fire experi- 
ence as they are in earthquake in- 
surance, Mr. Buffinton said. Fire loss 
ratios for the U. S. during the 1916- 
1957 period ranged from 40 to 60, and 
the absence of a major conflagration 
during the last 40 years contributed 
to this result. Earthquake loss ratios 
for California for the same period 
fluctuated greatly, showing several 
minimums of 0 and a high of 118% 
in 1933, the year of the Long Beach 
earthquake. 


Problems Similar In EC 


Extended coverage experience has 
some of the problems inherent in 
earthquake insurance, though EC has 
a much wider premium base. Mr. 
Buffinton pointed out that an insurer 
writing dwellings can foresee reason- 


_ ably the number of dwellings that will 


' be subject to damage by 
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fire and 
windstorm and can estimate loss ratios 
for a five or 10-year period with rea- 
sonable accuracy. Yet the windstorm 
in the northeast of the U. S. on Nov. 
25, 1950, brought claims of more than 
$200 million, whereas the 1906 San 
Francisco earthquake damage was es- 
timated at $90 million, calculated at 
the 1950 equivalent. This should pro- 
vide an impetus for a reappraisal of 
the earthquake rating problem, Mr. 
Buffinton suggested. 

Underwriters cannot know what 
earthquake experience will be. Any 
excess profits from a period of good 
experience will be eaten up by taxes 
because no provision has been made 
for accumulating special earthquake 
reserves, he said. 

Mr. Buffinton indicated that sub- 
stantial research is needed to meas- 
ure the hazard by measuring the in- 
tensity as well as the frequency of 
earthquakes. 


Incidence Of Severe Earthquake 


By a scale measuring the intensity 


_it was found that the severest earth- 


quakes occur once every 13.3 years in 


_ California as compared to once every 
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293 years in the eastern states, with 
other regions between the two ex- 
tremes. The same chart showed in 
California that earthquakes in the sec- 
Ond most severe category occurred 
every 7.5 years, the third every 2.9 


years and the fourth, or least intense 
earthquakes, every 1.35 years. 

He plotted a graph using intensity 
as one scale and frequency as the 
other. He then compared areas rep- 
resented by the curve for different 
regions involved and estimated that 
using California as 100% for a com- 
parable base, the Western mountain 
range is 62%, northeast 9.7%, central 
region 8.2%, Washington-Oregon 5.- 
6%, and east 3.4%. 

It would appear, Mr. Buffinton sug- 
gested, that earthquake premium rates 
for California should be about 10 times 
those for the northeast U. S. However 
he pointed out the relationships used 
were based on giving equal weight to 
earthquakes of various intensities, 
which is probably not a fair assump- 
tion. Therefore, he compared, on avail- 
able information, the average damage 
in dollars for earthquakes of various 
intensities. Results suggested that 
earthquakes of maximum intensity 
would cause damage 26.5 times that 
caused by an earthquake in the fourth 
category of severity. 

Although Mr. Buffinton recognized 
that the credibilty of available infor- 
mation does not warrant final conclu- 
sions, his studies indicate that the 
whole question of frequency and rela- 
tive damage caused by earthquakes of 
various intensities calls for further in- 
vestigation as a means of aiding the 
underwriter and insured. The seismo- 
logist can be of tremendous help in 
these matters. 


Inadequacy Of Credibility Tables 


Mr. Buffinton compared fire insur- 
ance credibility tables of the New 
York insurance department and the 
Texas board to show how diverse 
opinions are, and the lack of universal 
fixed standards regarding the mini- 
mum amount of premium needed for 
100% credibility for a five-year peri- 
od. He pointed out that earthquake 
premiums in California are more than 
$26 million for the last five years, 
whereas the fire credibility tables he 
cited indicate that full credibility 
would be reached when the five-year 
premiums reach $6 million. 

Granting that the relative infre- 
quency of severe earthquakes makes 
comparison with fire statistics unfair, 
he noted that the increase in EC 
premium writings in recent years is 
giving insurers statistical experience 
in a field with problems similar to 
earthquake insurance. Whereas fire 
premiums tripled between 1940 and 
1957, EC increased 12% times, giving 
insurers a much broader base for sta- 
tistical analysis. 

Serious earthquakes prompt people 
to buy such coverage. California pro- 
duces more than 90% of all earth- 
quake premiums written in the U. S., 
and provides a good comparison of 
trends, he noted. Premiums, non-ex- 
istent in the state in 1916 and neglig- 
ble in 1924, jumped substantially in 
each year which had notable earth- 
quakes, such as 1925 at Santa Barbara, 
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1933 at Long Beach, and 1940 at Im- 
perial Valley. These increases, he 
said, have been less prominent in re- 
cent years but still exist. Indications 
are that buyers are not convinced of 
the need for earthquake insurance and 
are prompted to buy it only as a re- 
sult of serious earthquakes or the re- 
quirements of mortgages. 


Fire Insured Covered in Cal. 


This attitude is emphasized by a 
study of the relationship of fire and 
earthquake premiums in California. 
Total fire premiums there for 1956 
were approximately $115 million. At 
an average rate of 35 to 40 cents per 
$100 this indicates a value of insured 
property of approximately $40 billion. 
The earthquake written premiums 
there in 1956 were slightly more than 
$6 million estimating an average 
rate slightly in excess of $1, and 50% 
insurance to value, the value of prop- 
erty insured against earthquake is 
$1.2 billion or less. He concludes there- 
fore that less than 5% of California 
property insured against fire is also 
insured against earthquake. The figure 
would be much less on a countrywide 
basis. This may be related to the fact 
that earthquake rates have been gen- 
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erally static since 1932, he noted. 

Present earthquake premium writ- 
ings are not broad enough to justify 
significant rate decreases. Yet if rates 
were reduced and the business written 
on a broad scale, the companies would 
be better off and the public better 
protected. Even then, Mr. Buffinton 
noted, there is no guarantee that a 
reduction of earthquake rates would 
result in large scale buying of the 
coverage. 

Underwriters also need specific in- 
formation on the type of constructions 
damaged, the ground on which the 
construction was built, the total dol- 
lar damage and estimates of property 
values in high damage areas to pro- 
vide a means of determining loss ratios 
and dollar damage, and the value of 
the more important buildings damaged 
in an earthquake. 

It is up to insurers to solve the 
problem of the buyer’s attitude, and 
to investigate further the credibility 
of statistics. The seismologist, how- 
ever, can be of great assistance to the 
underwriter and the buying public by 
providing better information, particu- 
larly with regard to the relationship 
of earthquake frequency and inten- 
sity, Mr. Buffinton concluded. 
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Irked At Bond Advice 
To Ben Franklin Stores 


(CONTINUED FROM PAGE 1) 


tion of the Missouri insurance sta- 
tutes and has determined that it would 
be in the best interest of all concerned 
for Missouri Ben Franklin stores par- 
ticipating in the insurance plan to 
comply with a relatively simple premi- 
um tax and bonding requirement. 

“The statute in question requires 
purchasers of non-domestic insurance 
to pay a tax equivalent to 5% of the 
premium and to complete and file a 
license application and bond. 

“We are enclosing our check for 5% 
of the premium you paid to us plus 
$10 for license fee. Please deposit this 
check and issue your check in a similar 
amount payable to the Missouri insur- 
ance department. Send your check to- 
gether with the following letter to C. 
Lawrence Leggett, superintendent, di- 
vision of insurance, state of Missouri, 
Jefferson City: 

* ‘Requested by your office, I am en- 
closing my check for the 5% premium 
tax due on insurance which I pur- 
chased through the Belmont Insurance 
Agency Ltd. of Montreal, plus $10 for 
license fee. 

“‘T understand that there is also a 
licensing and bonding requirement 
with which I must comply. If you will 
send me the necessary forms, I will 
complete them and return them to 
you.’ 

“You will receive from Mr. Leggett 
a bond form and license application 
form, which you should complete and 
return to him. The license requires on- 
ly your signature and the signature of 
another Missouri resident. 


Send Check At Renewal 


“Your liability under the bond is 
limited to the applicable premium tax 
which you will, of course, have paid. 
At each renewal, we will send you a 
check for 5% of the renewal premium 
so that you can continue to pay the 
premium tax without financial detri- 
ment to yourself. 

“The Missouri statute requires that 
store owner to pay premium tax, to 
pay the license fee, to submit the com- 
pleted license application form and to 
furnish a personal bond. The personal 
bond requires only one signature other 
than that of the store owner and the 
statute imposes no criteria for the other 
signatory. Furthermore, the statute 
says nothing about financial statements 
or other evidence of solvency. 

“The Missouri statute question was 
very carefully studied by attorneys re- 
tained to represent the interests of Ben 
Franklin stores in the various states. 
In you will follow the instructions we 
give you herein you are in complete 
compliance with the Missouri law, and, 
in the opinion of counsel, have nothing 
to worry about. Just fill in the license 
application, the premium report forms 
and the bond form and send them to 
the commissioner. 

“Some stores have expressed a pre- 
ference for filling a corporate surety 
bond in lieu of a personal bond. If you 
would like to handle the matter in this 
manner, you may apply directly to the 
Western Surety Co., 3515 Broadway, 
Kansas City, attention Mr. Howly. 
Western Surety will make a charge of 
$7.50 for the bond but we regret we 
will be unable to refund this charge as 
a personal bond is all that is necessary 
according to the statute. 

“Finally, if the commissioner refuses 
to accept the personal bond with one 
signature, simply write back and tell 
him that you have fully complied with 
the statute and as far as you are con- 
cerned the matter is concluded.” 
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R. M. Toelle Joins 





Kemper Companies 


R. Maynard Toelle has joined the 
Kemper companies in the nationa] 
risks division. He 
has been manager 
of agency produc. 
tion for New York’ 
Mutual Casualty, 

Mr. Toelle has 
been in the insur. 
ance business since’ 
1929 when he 
started with a gen. 
eral agency. Fol-) 
lowing World War! 
II he went with 
Fireman’s Fund 
Indemnity, and) 
then joined American Foreign Insur- 
ance Assn. and was with that organi-/ 
zation for 11 years, eight as secretary 
in charge of casualty and bonds. ' 

He is a past national treasurer ot | 
CPCU and a past president of the Chi- | 
cago and New York chapters. i 





R. M. Toelle 





Governmental Immunity) 
Is Weakened InInd. | 


Indiana supreme court has held that 
governmental units are not immune to 
damage suits arising from their “pro- 
pietary” or profit-making operations 
as distinguished from official govern- 
mental functions. The decision rever-| 
sed Indiana appellate court and War- 
rick County circuit court in a suit in- 
volving a $50,000 damage claim filed 
by Peggy Flowers against Vander- 
burgh County commissioners and the 
county park board as the result of a! 
roller skating rink accident in 1954) 
The county commissioners had a lia- | 
bility insurance policy but claimed im-; 
munity. 

Miss Flowers said her left arm was 
permanently injured in a fall at the 
rink operated by the park board. She 
said the accident was caused by light 
bulbs being broken on the floor by un- 
ruly youths, an incident which could 
have been prevented, she said, by 
proper supervision. The lower court 
said governmental immunity blocked 
a suit against the park board, but the 
supreme court said that the county of- 
ficials had purchased a liability insur- 
ance policy in Lloyds of London, that 
the insurers were a party to the de- 
fense, and that money could not be 
expended for liability insurance and 
then the claim made that the insured 
was immune. 


West Bend Mutual Names 


Ganz Minn. State Agent 
West Bend Mutual has named Victor 








Ganz state agent for Minnesota, replac- 
ing Samuel T. Taylor, resigned. He was 
a fire and marine underwriter at the 
home office from 1949 to 1958, at which 
time he was transferred to Minneapolis 
at branch office manager. 

John Matzoll has been named Min- 
neapolis branch underwriter, assuming 
the duties of Mr. Ganz. He spent three 
years with St. Paul F.&M. as an under-/ 
writer and two years with the Krog 
agency of Stillwater, Minn., befor 
joining West Bend. 


Mutual Of Omaha GAs Elect 

D. L. Acrea and James A. Robb Jr. 
have been elected presidents of the 
Western and Midwest General Agents 
Associations of Mutual Benefit H.&A. 
Elections were held at the first joint 
meeting of the organizations at Col- 
orado Springs. 

Mr. Acrea is general agent for Ne- 
vada for Mutual of Omaha and Mr. 
Robb heads the Minneapolis office. 
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Senate's First Order F.&4D. Names Stauffer, | Help them get set 
' Of Business Scheduled Shepherd Co-Managers , 
1 the! “ , ‘ fi f: l fi 
io ToBe Keogh Measure At Philadelphia Office or more family run 
1. He WASHINGTON—When Congress in Fidelity & Deposit has named Nath- * 
nager June voted a recess until Aug. 8, in- an P. Stauffer Jr. and Richard H. e 2 
odue-| stead of adjourning this session sine Shepherd co-managers at Philadelphia. 
York! die, the Keogh-Simpson bill to estab- Both had been associate managers un- 
ilty. lish retirement plans for the self- der the late Edgar K. Jamieson, who | 
- has employed was given a new lease on was resident vice-president and man- | 
nsur-_jife. In the last week in June, when it ager. 
since’ appeared that Congress was preparing Mr. Stauffer has been at Philadel- | 
n he to adjourn, rather than recess for eight phia since 1940. He was named assis- | 
| gen-| weeks, predictions from informed in- tant manager 15 years ago and was | 
Fol-|) surance sources here were that the advanced to associate manager in | 
. War! measure would be killed off in the rush 1950. 
with of pre-adjournment business. Mr. Shepherd joined the Philadel- | 
Fund! phia branch as special agent in 1946. 
and) Prospects For Passage He was appointed assistant manager | 
nsur- f Although its prospects for passage in 1950 and associate manager in 1957. 
~_ are still regarded as slim, the bill, in- — 
etary! stead of dying, was kept alive by Sen. 
Smathers of Florida, who extracted Aetna Grads Told Sell 
er of} from Senate Majority Leader Johnson 2 
Chi- _ a commitment to make it the first order All Lines To Protect 


nity 








of business when the Senate recon- 
venes. 

Congress will return for four weeks, 
which will provide proponents of the 
bill ample time for its consideration. 


























Against Market Changes 


Graduates of Aetna Casualty’s 18th | 
sales course were told by Stewart S. | 
Brown, Wheeling, | 
W. Va., agent, that 






















welll ee Bc production of a di- @ That boat and outboard motor Providing this broad range of 
“pre | seenteod aiiiek i gana ais Aaa versity of lines can will add a lot to the enjoyment of _ protection for boat owners—under 
ial in aneneuee tm Geath. keep an_ agency | family outings that are ahead for participating policies which lower 
veal strong. Speaking your clients and prospects. And net cost—is just one of the ways 
ever: | M 1B fit Buildi at the graduation | what better time than now to re- that our agents are equipped to 
War- utual Benefit Building dinner in Hart- | mind them of the need for ade- give buyers the better insurance 
it ine Dedicated At Toronto ford, Mr. Brown | quate insurance on their boats, value they want, whether it’s a 
filed said that legisla- outboard motors, boat carriers or Boats and Outboard Motors, 
nder- tion and competi- | _ trailers—whether ashore or afloat. Homeowners, or a Comprehensive 
d the tion may have a | Enough protection of the right Personal Liability Policy. Why not 
of a temporarily ad- type to cover loss or damage to talk to one of our special agents 
1954, er en verse affect on a boats and equipment; liability for about our AGENCY PLAN; check 
a lia-| particular line. | damage to other boats as the re- om the opportunities it offers to pro- 
d im-/ The class was led by Joseph M. | sult of collision; as well as bodily ducers to build premium volume... 
White Jr., of San Antonio. Other blue injury liability protection to cover to put personal accounts beyond the 
L Was} Py a — awarded to Billy L. | injuries to others arising from reach of competition. 
t the rigance, Senath, Mo.; Manuel Low- heating accidents 
She | ery, New Orleans; James S. Latham, | 8 ‘ 
light | Bay City, Tex.; and Adjar Scott, On- | 
y un tario, Cal. Gold ribbons for demon- | 
could strating outstanding soliciting tech- e 
. & niques were awarded to Mr. White and YLT A 
court Robert N. Hallett, Wheeling, W. Va. 
ocked Mr. Brown, who completed the Aet- 
na Casualty course in 1932 and again 
‘ be after World War II, suggested that INS U RAN Cc E Cc oO M PANY 
nsure agents should continue their education Indianapolis 7, Indiana 
that throughout their careers. The more he 
; aa learns the better an agent can serve Western Department: Omaha 2, Nebraska 
ot be his policyholders, and the less likely he | 
on is to think he has all the answers in | FIRE » CASUALTY +» AUTOMOBILE + INLAND MARINE 
sured this complex business, Mr. Brown said. | 
Tex. General Agencies Merge . 
2S The McClelland & Co. general agen- | Entering Our Second 
cy of San Antonio has been purchased | m 
by H. L. Davis & Son general agency. 
Victor | J. R. McClelland will join the Davis Half-Century of Ser vice an 8 
plac-| 2 organization as manager of the special , - 
e was, _ ‘ini ' —toe vicks department. McClelland & Co. With a continuous record of growth through service to policy- 
tthe The new 10-story building of Mutual has been specializing in long haul holders and agents during our first fifty years, Illinois Mutual Life 
alll a a a ae oe trucking risks —— unusual lines. and Casualty Company is looking forward confidently to a second 
and granite structure is situated in the | Sven Thomsen has been appointed | half-century of progress and success. 
rs ona of a eg og and = insurance roa Baxter Labora- Illinois Mutual has a complete portfolio of quality Life, Dis- 
min pplement the company’s division of- tories of Morton Grove, Ill. He ha 5 : Bas wale : ' ee 
eal lees fn Camadn. heath. edits. antieeadl eees . ability, Hospital and Major Medical insurance issued on both an 
nder- individual and group basis, 
Krog_ . ‘ — ia a P . 
e Join a growing, progressive industry leader providing security for its policyholders and 
fore) Service Beyond The Tr eaty financially rewarding careers for its agents. Ask about Illinois Mutual's two new non- 
i ° ~ cancellable and guaranteed renewable disability poli- 
Intelligent Reinsurance Analysis cies with life-insurance-like high first year commis- 
sions yet with libera $-li issions. 
b Jt FIRE * CASUALTY * TREATY - FACULTATIVE ee en ee 
f the Protecting your future is our tradition 
gents 
1 REINSURANCE 2... 9 
joint enc “Ge aad’ 
Col- Charles A. Pollock, hat wane Lf and Casually Company 
' President 
r Ne CHICAGO 4, ILLINOIS © 141 W. JACKSON BLVD. SEs 
i WAbash 2-7515 . HOME OFFICE PEORIA, ILLINOIS 
¥ E. A. McCord, President 
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Long Acceptance Of Tardy Reports Estops 
Insurers From Defense On Reporting Form 


U. S. district court for northern II- 
linois found for insured in a suit for 
$32,188, when the last report under a 
reporting form showed values of the 
property at the location destroyed by 
fire to be $14,360. The reasoning of 
the court was that insurers for years 
had accepted reports one to five months 
late without comment and in many 
menths got no reports at all. The case 
was that of Commonwealth (and 
three other insurers) vs O. Henry 
Tent & Awning Co. reported in 10 
CCH (Fire & Casualty) 396. 

Fire on March 28, 1956, did $32,188 
damage, according to adjusters for the 
insurers, to property of insured at 
3222-24 North Halsted, Chicago. The 
property consisted of stock, materials 
and supplies. Insured promptly notified 
the insurers, Commonwealth, Cont- 
nental, Milwaukee, and U. S. Fire. 

The companies had, March 31, 1955, 
issued to the awning company multiple 
location reporting form A, monthly av- 
erage, with the premium adjustment 


feature. The insurers in their defense 
relied solely upon the insured’s failure 
to comply with the value reporting 
clause. Insured had purchased policies 
containing the value reporting clause. 
It had continuously done business all 
that time and longer with Albert Swan- 
son & Son as the broker. Value reports 
submitted to insurers were signed by 
the broker. 


Made Regular Check 

The broker from time to time in- 
quired of insured as to the value of 
goods stored at the locations covered 
by the policies. Such inquiries were 
made each month, or each second or 
third month. The broker then submit- 
ted the information to Hugo Dalmar & 
Co. of Chicago, agent of the companies. 
All value reports were signed with the 
name of Swanson & Son, by Elmer 
Swanson. 

Each of the insurers accepted and 
approved insured’s statement in final 
premium adjustment for March 31, 
1955, to March 31, 1956. After they 
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made their charge for the period, in- 
cluding the reported value of $32,188, 
insured had premium credits which 
the companies retained as overpayment 
on the provisional premium and ap- 
plicable to the provisional premium 
on new policies issued insured. 

After the fire and after insurers 
were notified, they accepted without 
protest reports of values for January, 
February, and March, 1956. The 
March, 1956, report showed values at 
3222 North Halsted of $32,188. 


Salvage Funds Held 


The court also noted that after the 
fire, Underwriters Salvage Co. took 
possession of the salvage and sold it 
for $3,844 which left a net return of 
$1,978 for insured. This was held in 
escrow by the salvage company pend- 
ing outcome of the suit. 

As to tardy reports, Swanson & Son 
were assured that tardiness would not 
adversely affect the coverage, that in- 
sured would be protected at all times 
in relation to the values. At no time, 
the court observed, did the insurers 
cancel or threaten to cancel the cov- 
erage if reporting forms were not filed 
promptly. At no time, the court stated, 
did the companies warn insured of the 
adverse consequences of late filing of 
reports. 

It is a common practice of insured 
firms under the reporting form in- 
volved here to file reports tardily, the 
court commented. Insurers accepted 
such reports and charged premiums 
in relation to them. This practice, plus 
retention of salvage funds by Un- 
derwriters Salvage Co., to be disbursed 
only upon order of the companies’ at- 
torneys, estops the insurers from claim- 
ing that the awning company lacked 
full insurance for the policy period 
ended March 31, 1956. 

The court also assessed against the 
insurers attorney fees and other costs 
and $6,437 in interest. 


Schedule Hearings On 
Changing Cal. WC Manuel 


Public hearings on proposals of Cal- 
ifornia Inspection Rating Bureau for 
rate changes and amendments to the 
workmen’s compensation manual will 
be held by the California department 
at San Francisco July 20 and at Los 
Angeles, July 26. 

Individual changes in manual rates 
for all except 35 classifications, in- 
creased rates in 250 classifications and 
reduced rates for 217 classes would re- 
sult in an over-all 1% increase in the 
manual rate level. Changes in the pneu- 
monoconiosis surcharge would result 
in an over-all increase of 5.9% while 
the pneumonoconiosis surcharge would 
be eliminated in five classifications. 
The proposals also include amendment 
of a number of classifications, estab- 
lishment of several new classes and 
entire elimination of other. If the 
changes are approved by the commis- 
sioner, they will become effective 
Oct. 1. 
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Life Field Entry 
Is Eyed By Lloyd's 


(CONTINUED FROM PAGE 1) 
it can hardly be overlooked that the 
underwriters there have entree to one 
of the most extensive and competitive 
life insurance markets in the world— 
the large brokerage firms and in 
agencies in the U.S. through which 
Lloyd’s does almost half a billion dol- 
lars of property and liability business 


a year. These producers’ outlets al- | 


ready do a big life business, notably in 


the group field, which probably would | 


have special attraction for Lloyd’s, 
since a great many commercial and 
industrial firms already insure one 
line or another with that organization. 

Just what would Lloyd’s be able to 
offer the American life insurance 
buyer that might attract him? The 
individual buyer, perhaps not 
much. 

But for one thing, Lloyd’s could 
offer the large commercial or indus- 
trial concern buying group coverages 
unlimited amounts per member of the 
group. Presently, many state laws in 
the U.S., the result largely of the 
activity of life agents, place $40,000 
ceilings on such amounts. Group plans 
not proportionate to salary on years of 
service, such as $1,000,000 on the life 
of the president and $500,000 on the 
lives of lesser officers, presently looked 
upon askance by insurance depart- 
ments and internal revenue service, 
would be possible, since large concerns 
could “go abroad to buy” the cover- 
ages. 

No-commission group life, with a 
consultant who represents 
receiving a fee for his services, is 
another type of business that could 
be written in Lloyd’s. This is also being 
opposed by life agents. 

Contracts for life insurance could be 
negotiated “abroad,” in Canada or 
elsewhere, with Lloyd’s. This could be 
done on what would amount to a non- 
admitted basis and without being sub- 
ject to detailed and expensive regula- 
tion. 

Undoubtedly the inventiveness of 
the Lloyd’s market and its freedom 
from statutory controls would result 
in innovations in the life field—and 
business for the London market. 


Moran Chosen By Michigan 


Fire Prevention Unit 


H. Leonard Moran, Millers National, 
was elected president of Michigan Fire 
Prevention Assn. at the annual meet- 
ing at East Lansing. Other officers 
are Ray FE. Richardson, American 
Equitable, vice-president; Carl J. Gard, 
Fireman’s Fund, secretary, and Ro- 
bert W. Stack, Home, assistant secre- 
tary and treasurer. 

The Ohio department has set July 
20 as the date for a hearing on an 
application of Hospital Care Corp. of 
Cincinnati (Blue Cross) for a 28% 
over-all increase in rates for south- 
western Ohio. 


THE 
TRI-STATE GROUP 


All Multiple Line 


Tri-State Insurance Company 
Farmers and Merchants Insurance Company 
Midwestern Insurance Company 

Home Office 


Tri-State Insurance Building 


Tulsa, Oklahoma 
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Inland Empire Mess Spelled Out 


(CONTINUED FROM PAGE 2) 
ter requested Mr. Roca to write con- 
firmation. 

On Jan. 19, 1955, Mr. Roca wrote a 
letter to Birrell with a copy to Hopps 
wherein he stated that he and his law 
partners were holding the stock one- 
half for Birrell and one-half for 
Hopps. Hopps acknowledged receiving 
a copy of this letter. Neither Mr. 
Hopps nor Mr. Birrell made any re- 
sponse to this letter until Sept. 23, 
1955, after the insolvency of both In- 
land and Royal American, at which 
time Birrell wrote disclaiming own- 
ership. During the short period of time 
that Royal American actually oper- 
ated, its books and records were kept 
by Lewis B. Nagy at Hopps’ office at 44 
Wall Street in New York. Nagy testified 
that they received frequent phone 
calls from Hopps relating to Royal 
American affairs. The evidence fur- 
ther shows that the last $100,000 of 
Royal American assets, a bond on de- 
posit with the Alabama commissioner, 
was withdrawn by Mr. Hopps’ secre- 
tary, Mrs. Loretta Lindhauer. 

Greater New York Industries was a 
New York holding corporation owned 
and controlled by Birrell. 

Louisville F.&M. was a Kentucky 
insurer, the stock of which was owned 
by Greater New York Industries. 

The nature of the dealings of these 
corporations with Inland Empire was 
as follows: 

On Aug. 25, 1952, a contract was en- 
tered into between Leadenhall Corp., 
Inland Empire and certain majority 
stockholders of Inland Empire by 
which Leadenhall Corp. was to ac- 
quire 28,000 of 40,000 outstanding 


shares of Inland Empire stock. The 
stock was never issued to Leadenhall 





Corp. as the contract provided, but on 
Oct. 3, 1952, was issued to Leadenhall’s 
sister corporation, U.S. Marine & For- 
eign Securities. Shortly thereafter the 
stock was returned by U.S. Marine & 
Foreign Securities and was issued in 
the names of a number of individ- 
uals all of whom were mere nominee 
holders for Hopps or his corporations. 
Two of these nominees, Otis Clark 
and George Helmer of San Francisco, 
testified they had no knowledge they 
were stockholders until they were ap- 
proached by Mr. Hopps’ secretary re- 
questing them to endorse a dividend 
check and execute a proxy on their 
stock in favor of Mr. Hopps’ repre- 
sentative in the Inland Empire man- 
agement 


Callaway Directs 


In late October or early November 
of 1952, O. B. Callaway an employe of 
Commercial Underwriters of Rhode 
Island, also a Hopps-owned company, 
went to Salt Lake City and assumed 
the position as vice-president of In- 
land Empire. Although the former 
president of the company continued in 
office, and the minority stockholdings 
continued to have representation on 
the board, from the time of his arrival 
at Inland in late 1952 till the time of 
Inland’s insolvency, Mr. Callaway was 
in direct charge of the operations of 
Inland Empire in Salt Lake City. He 
directed the work of all branches of 
the company. Although the minority 
board members continued to attend 
meetings, except in a few instances 
they appear to have relied entirely 
upon the advice of Callaway in what- 
ever actions they took as members of 
the board. The nominee holders of the 
stock executed proxies in favor of Cal- 





has what it takes for producers to: 


1 GET new business, and 
2 HOLD old accounts, and 
3 STEP AHEAD of competition. 
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Accountants 
Attorneys 
Barbers 
Beauticians 
Chiropodists 

Dentists 

Druggists 

Insurance Agents 
Morticians 

Nurses 

Opticians 

Optometrists 

Osteopaths 

Physicians 

Surgeons 

Telephone Secretarial Firms 
Veterinarians 





One way to attract desirable 


accounts to your agency... 








The ability to offer Professional Liability 
Insurance to attorneys, accountants, den- 
tists, physicians and other men and women 
of the professions is an important asset to 
any agency. American Casualty’s multiple 
line portfolio differs from many in that it 


includes the 17 different Professional 
Liability policies listed at the left. They 
are available in most territories. 

In addition, Acco agents benefit by a 
truly superior all-lines portfolio which in- 
cludes Casualty, Surety, Fire, Marine, 
Health Insurance, the personal and com- 
mercial Multi-peril forms and, in 22 states, 
Life insurance. 
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laway so that at all times he held in 
his hands the power to select the 
members of the board. 
Purchase Terms 

By the terms of the purchase agree- 
ment, Leadenhall Corp. was to act as 
a reinsurance broker for Inland Em- 
pire. It did so act and charged a com- 
mission of 24%% on all premiums on 
reinsurance coverage which it placed 
for Inland. During the balance of the 
year 1952 and during 1953 and 1954, 
Inland, under the direction of Mr. 
Hopps and his appointee, Mr. Calla- 
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way, expanded its business greatly. 
This great expansion was made pos- 
sible in spite of the limited reserves 
by the fact that a large percentage of 
its business was reinsured with other 
companies. For the most part the re- 
insurance obtained during this period 
was good coverage, and the reinsur- 
ers, with a few exceptions, responded 
to their treaties when Inland got into 
financial trouble. 

In the spring of 1954, Forrest Wal- 
den, a well-known Salt Lake business 
man and a director representing mi- 
nority stock holdings in Inland Em- 


pire, discovered through a news 
dispatch that Stewart Hopps was con- 
nected with Leadenhall Corp. Up to 
that time Hopps’ connection with In- 
land through Leadenhall had not been 
generally known. At the time Hopps 
was being subjected to considerable 
publicity because of a_ suit filed 
against him by the receiver of Rhode 
Island Ins. Co. with which Hopps had 
been connected, and which had like- 
wise become insolvent. 

Mr. Walden met with Mr. Hopps in 
San Francisco and informed Hopps 
that he, Walden, would have to ter- 





Why You Should Represent 
Companies 


You’ll have outstanding facilities for practically every 
kind of insurance you'll ever write and exceptional service 


for such specialized fields as: 


The Continental Insurance Company . 
Niagara Fire insurance Company = e 
Milwaukee Insurance Company of Milwaukee, Wis. 

Seaboard Fire & Marine Insurance Company = « 


@ Rate Engineering 
Public Utility Risks 


Bonds and Burglary 


You'll be assured of fast and efficient service 
through a nearby America Fore Loyalty Group office. 


You’ll have prompt and fair claims service 
available locally and wherever your clients may travel 
in the United States or Canada. ; 


You’ll find policies carrying the America Fore Loyalty 
Group seal enjoy high acceptance because of our 
outstanding reputation for strength and dependability. 
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Contact our nearest office for a fieldman to give you all the facts. 
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July 1! 
minate his connection with Inland F&M. 
Empire because he did not want to be ompar 
associated with Hopps. Hopps, evi- aan 7 
dently desiring to keep Walden on the ! z sali 
board for prestige purposes, asked | the Lo 
Walden not to resign and stated that $600,00 
he, Hopps, had made arrangements to busines 
divest himself of his Inland holdings, | be 100 
At this meeting, or a day or two later, liam P 
he stated that he was selling all of his rd of 
Inland stock to a New York Corpora- os 
tion by the name of Swan-Finch Oil ficial ' 
Co. On May 13, 1954, the stock certifi- latter 
cates held by Hopps’ nominees were | other } 
turned in and the stock was reissued mpa) 
to Swan-Finch, which was Birrell- | a . 
controlled. Louisv 
“Bona Fide Sale” proved 
Hopps maintained during a law suit | “Looke 
against him in San Francisco that the i ont 
sale to Swan-Finch was bona fide’ ,.,. 
and that from the date of such trans- fairly 
fer he, Hopps, had no connection with | Loulsv 
Inland Empire except as a reinsur- | pope 
ance broker and adviser. On the other | T'S 
hand, Lowell Birrell said in May, 1956, ) ‘"¢e™ 
that it was not a bona fide transac- | sented 
tion and that he consented to take the ana 
stock in the name of Swan-Finch only | the gui 
as a front for Hopps who actually con- j dustric 
tinued as the beneficial owner. Bir- | 84278" 
rell’s position in this is substantiated | ville | 
by the fact that immediately after the | oa a 
transfer of the stock to Swan-Finch, | neg 
Swan-Finch exercised proxies in | i 
vor of Mr. Callaway, who had been ey 
placed with the company by Hopps.| .-' 
Furthermore, Hopps_ continued to pect 
claim the dividends of Inland. =" 
During the next year, however, both ae 
Hopps and Birrell exercised dominion a Po 
and control of Inland Empire, which — 
appears to be consistent only with a ' 
some form of ownership. poe “ 
Between May, 1954, when the stock oun 
of Inland was transferred to Swan- + ap 
Finch and the end of 1954, Inland con- | ‘"® *“* 
tinued to operate very much as before. | 
It was expanding rapidly and an ex- as 


traordinarily large percentage of its 
business was __ reinsured. Hopps, 
through Leadenhall Corp., was collect- 
ing a 24% commission on all this 
reinsurance, although he himself later 
testified that the customs of the trade 
required that the receiving company 
and not the ceding company ordinarily 
paid the commission to the broker on 
reinsurance. Generally, however, in 
spite of this drain, Inland appears to 
have been in fairly good financial 
shape immediately prior to the end of 
1954. At that time a series of events 
occurred which rapidly brought Inland 
to disaster. 

In the late fall of 1954, Louisville 
F.&M. was in financial straits and was 
before the Franklin County court in 
Kentucky for rehabilitation or liquida- 
tion. In December, 1954, Hopps di- 
rected Callaway to go to New York to 
participate in discussions concerning 
the Louisville F.&M. 

At a series of meetings in New York 
attended by Callaway, Hopps, Birrell | 
and certain others, it was proposed 
that Inland Empire take over the as- 
sets and liabilities of Louisville F.&M. 
Callaway was sent down to Louisville | 
to determine the financial status of 
Louisville F.&M. On his return he re- | 
ported to the group that it appeared | 
that Louisville F.&M.’s liabilities ex-| 
ceeded its assets by about $600,000. 
Nonetheless, the group decided that 
Inland should take over the assets and 
liabilities of the Louisville company. 
When this proposal was presented to 
the directors of Inland for approval, 
however, strenuous opposition to the 
proposed takeover was raised by the 
members of the board representing 
minority stockholders. 

It was then proposed that to protect 
Inland in the takeover of Louisville 
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' dustries. 
' guaranteed against the risk of Louis- 
' ville business by the 100% reinsur- 
' ance of William Penn and Central 
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F.&M., Birrell, through his holding 
company, Greater New York Indus- 
tries, would issue to Inland a guaranty 


' to indemnify Inland against loss on 


the Louisville business up to a total of 
$600,000. Furthermore, the Louisville 
pusiness taken over by Inland would 
be 100% reinsured by Birrell’s Wil- 
liam Penn Fire and by Central Stand- 
ard of South Dakota. Hopps in a San 
Francisco trial testified that the bene- 
ficial ownership and control of the 
latter was in Birrell. Birrell, on the 
other hand, stated that it was Hopps’ 
company. At any rate, the proposal 
thus made for the takeover of the 
Louisville assets and liabilities was ap- 
proved by directors of Inland. 


| “Looked” Sound 


On the face of the proposal it looked 
fairly sound. Inland would acquire 
Louisville’s rather extensive agency 


i account. It would do this without cost 
/ or risk to Inland because Inland was 
_ indemnified against the loss repre- 


sented by the difference between 
Louisville’s assets and liabilities by 
the guaranty of Greater New York In- 
Furthermore, Inland was 


Standard, making Inland nothing 
more than a conduit of the business of 
these two reinsuring companies. 

By about the last of April, 1955, it 
was apparent that the takeover of the 
Louisville assets and liabilities had 
been a major error as far as Inland 
and its reinsurers were concerned. In 
the first place it developed that Calla- 
way’s report as to the excess of liabili- 
ties over assets was erroneous. Rather 
than being $600,000, this deficit was 
approximately $2,300,000. According to 
the statement of Louis Nagy, who was 
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employed by Louisville at this time, 
the liabilities of Louisville were delib- 
erately understated by about $1 mil- 
lion, with the knowledge and approval 
of both Hopps and Birrell. 


Business Off At High Ratio 


Furthermore, the Louisville business 
was running off at an extremely high 
loss ratio, and as a third item many 
of the accounts receivable from agents 
which were part of the Louisville as- 
sets were proving uncollectable. The 
demand for the payment of claims on 
Inland and in turn by Inland on its re- 
insurers, Central Standard and Wil- 
liam Penn, was becoming extremely 
heavy. Mr. Hopps had testified that 
in his opinion it would not have ren- 
dered William Penn or Central Stand- 
ard insolvent to have responded to 
their reinsurance contracts, but would 
have seriously impaired their finan- 
cial status. 

In June of 1954, contracts were exe- 
cuted between Inland Empire on the 
one hand and Central Standard and 
William Penn on the other, cancelling 
ab initio the contracts of reinsurance 
between Inland and the other two 
companies. The cancellation contracts 
were executed on behalf of Inland by 
Callaway, on behalf of William Penn 
by Birrell, and on the behalf of Cen- 
tral Standard by an officer of that 
company. William Penn and Central 
Standard on the cancellation of this 
business returned to Inland Empire 
$1,140,000 which Inland previously 
had paid to these two companies as 
premium on the reinsurance contracts. 
Birrell, through Greater New York In- 
dustries, paid Inland approximately 
$600,000 in purported satisfaction of 
the guaranty which had been given to 
indemnify Inland against loss. All of 
these amounts were deposited in a 








Maintaining 
a Valued Reputation 


Back in 1906, New Hampshire 
Insurance Company made 
insurance history by paying every 
dollar due as a result of the 

San Francisco fire! 


Through the years, we met 
disaster upon disaster with 
prompt payment of claims. 


In 1960, all residential claims 
arising from the tragic Derry fire 
were completely paid within three 
working days! 


NEW HAMPSHIRE INSURANCE GROUP 
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How Much Dough 
Does John Doe Owe? 


The Ajax Company can’t tell from this copy of their bill. 
And if all their records of monies due are damaged to 
the same extent, they won’t be able to tell how much 
anyone owes them. 

This is where Accounts Receivable insurance comes in. 
It covers losses that are a direct result of damaged, lost 
or destroyed records of monies due. It’s the on/y insur- 
ance form that provides “all-risk”’ protection in this 
vital area. 

So until business records are printed on asbestos, 
every business which bills for goods purchased or services 
rendered needs the protection of Accounts Receivable 
insurance. How about you? Are your business records 
completely protected? If not, better take out an Accounts 
Receivable policy yourself. As an Agent, you are entitled 
to a special 20% rate discount. 

For complete details, see your Reliance Fieldman or 
write the Head Office. 






RELIANCE INSURANCE COMPANY 


401 Walnut Street ¢ Philadelphia 6, Pa. 
Symbol of American insurance integrity since 1817 
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bank account of Inland Empire at the 
Manufacturers Trust Co. in New York. 

Contemporaneously with these can- 
cellations with William Penn and Cen- 
tral Standard, a new contract of rein- 
surance was entered into between In- 
land Empire and Royal American, 
picking up the reinsurance of the 
Louisville F.&M. portfolio which had 
been dropped by Central Standard and 
William Penn as of Jan. 1, 1954, the 
effective date of the original William 
Penn and Central Standard contracts. 
Royal American’s only valuable asset 
was the $100,000 it had posted with 
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the insurance commission in Alabama 
as a condition of doing business. It was, 
therefore, unqualified to take on a re- 
insurance contract of this size. This 
matter was adjusted on the books, 
however, by a purported further re- 
insurance by Royal American of the 
Louisville portfolio with a company by 
the name of General Assurance of 
Newfoundland. 

Central Standard and William Penn 
now were off the hook. Inland Empire 
had received back from these compa- 
nies and Birrell $1,740,000 which was 
on deposit in its bank account in Man- 


ufacturers Trust in New York. Royal 
American and in turn General of 
Newfoundland were on the risk on the 
Louisville portfolio. 

On the same day that the money 
was returned and put in its bank ac- 
count at Manufacturers Trust, Calla- 
way, who had now returned to Salt 
Lake City, received a telephone call. 
He first testified that this call came 
from Hopps, but later stated that he 
did not remember where it came from. 
At any rate, he was instructed to sign 
a number of checks in blank on In- 
land’s account at Manufacturers Trust 
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THE AMERICAN INSURANCE COMPANY 


FIREMEN’S INSURANCE COMPANY OF NEWARK, New JERSEY ° 
THE HANOVER INSURANCE COMPANY * 





Transportation problems vary. 
So do the risks. Cargo insurance prepared by experts 
to fit changing requirements is the only answer for 
globe-girdling shipments. MARINE OFFICE OF AMERICA 
provides it—plus world-wide claims facilities. 
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and also to have them signed in blank 
by an Inland Empire accounting em. 
ploye, who was co-signed on the ac. 
count. He was instructed thereon to 
send these blank checks to New York 
by courier and deliver them personal- 
ly into the hands of Lowell M. Birrell, 
This was done, the checks being de. 
livered personally to Birrell in his of- 
fice in New York on June 2, 1955, by 
an employe of Inland Empire who 
had been sent by air to New York for 
that purpose. These checks were made’ 
out in amounts totalling $1,739,808 in 
favor of Royal American and depos! 
ited in its account. 

At the same time Royal American! 
made checks on its account checking 
out the funds which it had received on’ 
the Inland checks, together with other | 
funds which it had, in favor of Wil- 
liam Penn and Central Standard. In 
return Royal American received cer- 
tain securities, mostly in Birrell owned 
or controlled companies. 

At the same time that these trans- 
actions were going on, Callaway, back 
in Salt Lake City, caused to be trans- 


ferred from Inland to Royal American | 


a good first mortgage which was in! 


Inland’s portfolio, having a value of 
approximately $300,000. Royal Amer- 
ican immediately transferred this 
mortgage to St. James Corp., another 
Birrell company. 

; These transactions left Royal Amer- 
ican nothing but a shell. It was unable 
to respond and it did not respond to 
Inland’s demands for payment on the 
reinsurance treaty. General of New- 
foundland, which had supposedly re- 


insured Royal American, also turned | 


out to be nothing but a corporate shell. 
There was a corporation by that name 
organized at St. Johns, Nfld. How- 
ever, it had never been qualified to 
write insurance by Newfoundland nor 
apparently by any other insurance 
commission anywhere else. 

Meanwhile Inland Empire was be- 
ing pressed with claims on insurance 
policies arising out of the Louisville 
F.&M. portfolio which it was utterly 
unable to meet. In September, 1955, the 
insurance commissioner of Idaho took 
over control of Inland Empire to de- 
termine whether or not it could be re- 
habilitated. In November, 1955, credit- 
ors of Inland sought a federal receiv- 
ership. The Iowa commissioner joined 
in the application, stating his inability 
to rehabilitate the company and his in- 
ability to liquidate it under Idaho court 
proceedings because of the fact that 
the activities of the company were 
now spread over some 22 states. 
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* CONSULTANTS 


IN MARKETING AND MANAGEMENT 
FOR THE INSURANCE BUSINESS 


FRANK LANGEAASSOCIATES 
ONE NORTH LASALLE ST. $21 FIFTH AVENUE 
CHICAGO 2, ILLINOIS NEW YORK 17, N.Y. 








CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 


30 N. LaSalle St. Chicago 2, Ill. 
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American Bar Assn. 


Insurance Section 
To Gather At D. C. 


A number of government officials, 
law school professors and guests from 
England will address the annual meet- 
ing of the insurance section of Ameri- 
can Bar Assn., Aug. 29-Sept. 1, at 
Washington, D. C. Among the renown- 
ed speakers will be Sen. Harry F. Byrd 
of Virginia and Sir William C. Crocker 
of London. 

On the program to be presented by 
the fire insurance committee Monday 
will be Pinkney Grissom, Dallas, who 
will speak on “The Scope of Wind- 
storm Coverage,” and William C. Bre- 
wer Jr., Boston, whose talk will be 
titled “Insurance Coverage Against 
Explosion Damage.” Prof. William J. 
Pierce, University of Michigan law 
school, will be presented by the nuc- 
lear energy committee. His talk will 
be on “Proposed Uniform Liability for 
Radiation Injuries Act.” The fidelity 
and surety committee will offer Ed- 
ward Gallagher, Washington, D. C., 
on “Remedies Available Under Indem- 
nity Agreements” and Robert F. Kel- 
ler, General Accounting Office, Wash- 
ington, D. C., on “General Accounting 
Office Procedures With Specific Re- 


ference to Contracts.” The Monday 
luncheon will be addressed by Sen. 
Byrd. 


Breakfast meetings will be held by 
all committees Tuesday. These will be 
followed by the general session at 
which Col. Robert M. Williams, judge 
advocate general corps, U. S. Army, 
will talk on “The $2,500 Limitation on 
Administrative Settlements Under the 
Federal Tort Claims Act—Good or 
Bad?” The workmen’s compensation 
committee will offer a panel on ‘‘Prob- 
lems of Cardiac Disability and Death 


' Claims.”’ Participating in this will be 


Dr. Paul Dudley White,. International 
Society of Cardiology Foundation, 
Boston; Harold F. McKiece, associate 
dean St. John’s University law school; 
and John V. Thornton, associate pro- 
fessor New York University law school. 
C. F. McErlean, United Air Lines, 
will be presented by the aviation com- 
mittee. His talk will be “The Role of 
Air Line House Counsel in Aircraft 
Accident Investigations.” The 
marine and inland marine committee 
will present E. Robert Seaver, Mari- 
time Administration, Washington, 
D. C., on “Impact of Nuclear Propul- 
sion of Ocean Vessels and Traditional 
Principles of Admiralty Law.” The 
panel of the committee on trial tactics 
will discuss the question, “Should Con- 
tingent Fees in Personal Injury Cases 
be Subject to Judicial Control?” Judge 
Frederick V. Bryan, U. S. district 
court, New York, will be the modera- 
tor. James O. Moore Jr., Buffalo, will 
take the affirmative, and Walter H. 
Beckham Jr., Miami, the negative. 
Luncheon speaker Wednesday will 


| be Linton Godown, handwriting ex- 


od 


pert, who will demonstrate “Visual 
Aids in Court.” The committee on in- 
surance company regulation will have 
Commissioner Donald Knowlton of 
New Hampshire, who will discuss the 
O’Mahoney investigation. 

A panel on medical care insurance 
will be presented by the health and 
accident committee. Panelists will be 
Artemas C. Leslie, Pittsburgh Blue 
Cross; Donald D. Cody, New York 
Life, and Robert S. Lane, Socony Mo- 
bil Oil Co. Victor A. Lutnicki, John 
Hancock, will be the moderator. 

Richard M. White, Miami, will be 
the life insurance committee’s contri- 
bution to the program. He will speak 
on “Presumptions in Violent Death 
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Cases.” The wisdom of separating lia- 
bility and damages issues in trials will 
be debated by Leslie H. Vogel, Chi- 
cago, taking the affirmative, and Al- 
bert E. Brault, Washington, D. C. This 
will be presented by the rules and pro- 
cedures committee. 

Following the business meeting on 
Thursday morning, the casualty com- 
mittee will present William W. Evans, 
St. Louis, who will speak on “The 
Practical Handling by Defense Counsel 
of Law Suits in Excess of Policy Lim- 
its.’ The automobile committee will 
have John D. Cheek, Oklahoma City, 
speaking on “‘Recovery Procedures Un- 
der Uninsured Motorist Statutes 
and Endorsements,” and John A. Ap- 
pleman, Urbana, IIl., on “Liability in 
Excess of Policy Limits.” 


Gold, N.C., Sets Hearing 
On Revised Fire Schedule 


Commissioner Gold of North Caro- 
lina has set a hearing July 29 on a 
request of North Carolina Fire Insur- 
ance Rating Bureau for approval of 
a revised schedule for fire coverage 
on buildings constructed of non-com- 
bustible materials. 

The filing would break the present 
schedule into four categories to cover 
all materials now used in construc- 
tion of such buildings. The bureau 
noted that the present schedule was 
approved many years ago and that new 
materials have been introduced into 
the building trade in recent years. 

The filing is not expected to cause 


So 
So 


any over-all rate change but would 
result in some increases and decreases 
in rates for non-combustible build- 
ings. 


Spears Neb. State Agent 
Hanover has appointed Robert L. 


Spears state agent for Nebraska, suc- | 
ceeding Fred M. Naas, who has entered | 


local agency work at Winona, Minn. 
Mr. Spears has been with the western 
department for three years. 


Cravens, Dargan Holds Workshops 

Cravens, Dargan conducted 20 work- 
shops last month throughout Texas to 
familiarize local agents with the new 
homeowners, which goes into effect in 
the state Aug. 1. 
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When they say, 
CC] can't afford it! 99 


You Say, 


©® Charge it! 99 


ST.PAULS BUDGAPLAN 


@ HERE’S HOW IT WORKS: Your client makes a small down pay- 
ment, then ‘‘charges” the rest of his premium. He then pays 
‘“‘py-the-month’’—or any period of time accepted. 





@ EASY! No coupon books to fuss with. Our home office sends your 
client a bill. (You are kept fully advised on any delinquencies.) 


@ FLEXIBLE! Common inception dates not required. You can add 
policies to the Budgaplan as they are written. (Monthly payment 
automatically adjusts.) 


@ CONVENIENT! Your client's signature is not required for Budgaplan. 
Arrangements may be made by phone. 


@ PAYS! You get full commission—paid immediately—on all Budga- 
plan contracts written. 


CONTACT YOUR NEAREST ST. PAUL OFFICE FOR COMPLETE BUDGAPLAN INFORMATION 


HOME OFFICE 
385 Washington Street 
St. Paul 2, Minnesota 


EASTERN DEPARTMENT 
90 John Street 
New York 38, N.Y. 
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NEW ENGLAND DEPARTMENT PACIFIC DEPARTMENT 
Mills Building 


San Francisco 6, California 
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The Agency System ... An American Tradition 















wire GING PLACES. 


look to Indiana Lumbermens 
for: 


1. Prompt claims service. 

2. The latest in coverage. 

3. Professional advertising aids. 

4. Solid support from all departments—these plus 


factors can make your selling job easier and 
more profitable. 


Write to home office for full details. 
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1960 Marketing Discussed By Witmeyer 
(CONTINUED FROM PAGE 4) spendable Sate of the oom in- 
less “sheep-like.”” He Knows more about come—the part remaining after neces- 
comparative values through education, sities have been bought—has conse- 
advertising, radio and TV. quently shrunk or disappeared. Re- 
Moreover, Mr. Witmeyer went on, grettably, the typical buyer’s insur- 
the public is cost conscious. Although ance program is paid for out of this 
incomes have expanded, inflation has spendable portion of income. Insur- 
brought today’s dollar value down to ance to them is basically a compulsory 
48 cents in purchasing power in terms item. 
of pre World War II dollars. Yester- This development has further con- 
day’s luxuries have become today’s tributed to increasing cost conscio:s- 
necessities—television, automatic laun- ness and a pattern in all fields of in- 
dry equipment, cars, boats. The free 











“LIFT” INSURANCE 


... for the Wm. Wrigley Jr. Company is custom- 
tailored by the Phoenix. Wrigley, whose products 
have given America ‘‘a refreshing little lift” for over 
sixty years, today imports millions of dollars worth 
of chicle, produces many more million packs of gum 
to satisfy the nation’s taste. To insure the steady 
input of raw materials — and the steady output and 
distribution of the finished product—Wrigley depends 
on modern insurance, tailored to the company’s 
needs by, the Phoenix. One low-cost Phoenix policy 
protects both ingredients and products against 
damage or destruction in transit or in warehouse. 

Find out how much you can save —and how effec- 
tively you can insure your property—by consolidating 
all the different insurance coverages you need into 
one modern Phoenix package policy. Whether your 
business is big or small, it will pay you to call your 
Phoenix Agent now. 





AN INDEPENDENT PHOENIX AGENT 
STANDS BEHIND WRIGLEY’S 


HOENIX “HARTFORD 


INSURANCE COMPANIES 
HARTFORD 15, CONNECTICUT 
THE PHOENIX INSURANCE CO. ¢ THE CONNECTICUT FIRE INSURANCE CO. © EQUITABLE FIRE AND MARINE INSURANCE CO. 


stallment or monthly budget buying. 


FieNATIONAL UNDERWRITER 


Insurance must compete on_ these 
terms. These trends will continue in 
the next decade. 


Notes Competition Rise 


Turning to road signs within the 
business, Mr. Witmeyer noted the 
mounting predominance in auto lines 
of companies competitive to the tra- 
ditional agency system. He also pointed 
to Safeco’s 25% increase in auto volume 
in 1959, with a combined operating 
ratio of 87.4%. Competition for home- 
owners is also growing. 

Moreover, these competitors have 





10 
MILLION 
LEADS 


You’ll get new leads and new 
accounts with the backing of big 
national ads like this one, reach- 
ing 10 million top prospects in 
Time Magazine every month! 
This powerful Phoenix ad cam- 
paign will pre-sell Homeowners, 
Business Interruption, Accounts 
Receivable, Extra Expense, Man- 
ufacturers’ Output and other 
profitable lines to thousands of 
the best commercial and individ- 
ual prospects in your own area. 
To get your share of these rich 
markets, tie in with Phoenix Sales 
Aids all the way. Send just $1.00 
for your Tie-In Kit today! 


National Advertising Tie-In 
Kits: 2 newspaper ad mats in each 
of 2 sizes to run over your signature 
...100 mailer-reprints of the ad at 
left...all for $1.00. Write today 
to Phoenix of Hartford, Hartford 
15, Connecticut. 


Ay) 
PHOENIX HARTFORD 


INSURANCE COMPANIES 
HARTFORD 15, CONNECTICUT 
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big growth plans. Nationwide Mutual 
has announced a 50% expansion in 196) 
in the number of states entered. All. 
state has intensified its drive for ac./ 
count selling among its prospects—! 
one out of every six families in the 
U. S. which are now Sears Roebuck 
customers. 

Mr. Witmeyer referred to the rapid! 
leap from the new homeowners to the 
1959 version which brought with it 
broader coverage, while rates were 
drastically reduced by as much as 35% 
to 40%. However, commissions remain- 
ed high. These moves forebode an in- 
adequate rate level, hig’: losses, ex.' 
cessive expense and elimination of pro- 
fit margin. 4 

In auto, competition accelerated in| 
the past year. Safe driver and economy 
plans sprang up everywhere. In addi-! 
tion, the general level of commissions’ 
was lowered. 

In the commercial field, Mr. Wit-| 
meyer observed, there have been in-| 
dependent moves toward availability | 
of special packages for major classes, | 
Among these are merchants policies, ! 
motel and apartment house forms. 


Significant Indicators 


yee. ere 


Independent action is likely to in-} 
crease as courts clear the way. es 
Washington supreme court action in 
the North America case is significant | 
in permitting a company to retain par- 
tial subscribership while filing inde-| 
pendent forms. The O’Mahoney anti-/ 
trust and monopoly subcommittee in- 
vestigation also points toward the fos- 
tering of freer independent action by 
companies, in Mr. Witmeyer’s view.’ 
It also indicates more intense interest) 
and closer attention to insurance by! 
Congress in the future. j 

The Gerber subcommittee on fire! 
and casualty rating laws has just com- 
pleted its hearings, he continued. Re- 
sults seem to point to a California 
type law and a single nationwide sta-| 
tistical agency for determination of a! 
pure loss factor to which a company’s 
own expense ratio would be added to 
determine net cost. 


' 
' 
' 
' 
' 


Public Preference 


However, it is the public which 
will finally establish the level at which 
insurers will market their product, Mr. 
Witmeyer declared. It has voiced its 
preference for a quality product at 
reasonable cost and has therefore def- 
initely moved toward those insurers 
which have cut non-essential costs 
through electronic procedures in rat- 
ing, policywriting, accounting, direct 
billing, and continuous or renewable 
policies. These companies have drawn 
a “clean cut line” from the under- 
writer to the risk by assuming res- 
ponsibility for detail processing while 
releasing producers to sell and service.| 
Moreover, these companies are using) 
a “hard sell” technique. 

Mr. Witmeyer noted that while the) 
total population will grow 20% by 1970) 
the 30 to 39 age group will increase 
but slightly. The expansion will be 
primarily in the young and old age 
groups. Thus new problems will arisé 
in creating a market for those already 
difficult to insure. Assigned risk pools, 
with rising volume and adverse exper- 
ience, will be a headache. Thus a pos- 
sible trend is toward more government 
intervention and control to insure pro- 
vision of coverage. ' 

Oldsters in particular will create) 
increasing problems. There will be @/ 
big growth of retirement colonies in! 
warmer climes. Providing auto cover- 
age and old age health care will tax 
insurer facilities. The likelihood is fot 
an upsurge in government health plans 
and care in the 1960s. 

Mr. Witmeyer’s research has re 
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vealed vast spending increases on 
housing, public utilities and urban re- 
newal projects, featured by apartment 
houses and cultural facilities. He said 
that the most rapid economic growth 
will be on the West Coast, in the Rocky 
Mountain States and in Florida, with 
the latter, California, Nevada, Arizona, 
and Delaware showing the largest per- 
centage gains. Population growth 
will be led by California, New York, 
Ohio, Michigan and Texas. 

Among other forecasts by Mr. Wit- 
meyer are increasing competition in 
the next ten years. More life compan- 
ies in fire and casualty will introduce 
hard selling, door pounding salesmen. 
There will be more independent filings 
by progressive companies with com- 
petitive products and rates. National 
advertising will be stepped up to carry 
the company image into homes, with 
the ads featuring product and cost in- 
stead of an institutional message. 

Tighter profit margins will force 
greater company assumption of detail. 
More companies and agents will be 
guided by public requirements. The 
squeeze on profits will result in fewer 
but larger multiple line groups, with 
greater prestige, improved manpower, 
improved agency plants, and expanded 
investment opportunities. Smaller com- 


panies may move to specialty opera- 
tions by line or geographic area. 
Agency Developments 

With respect to agencies, Mr. Wit- 


meyer foresees fewer of them, more 
salesmanship for an expanded share of 
markets, greater awareness of the pro- 
fit motive by agents, the disappear- 
ance of the part-timer, and the emer- 
gence of the professional producer. 
Agents will represent fewer or even 
one multiple line company, in his opin- 
ion. Over-all marketing programs, na- 
tional advertising aimed at the public, 
and cooperative company-agent ad 
campaigns will contribute to that end. 
Companies will provide agency train- 
ing facilities. Some companies have 
already started to help recruit and 
subsidize agency solicitors for perpet- 


uation and growth, Mr. Witmeyer 
noted. 
Agencies will establish personal 


lines departments with young aggres- 
sive salesmen for one stop selling to 
the mass market. They will have pack- 
aged products with built in appeal. In 
addition, agencies will have commer- 
cial lines departments with skilled per- 
sonnel for more demanding technical 
selling. Life and A&S facilities will 
round out the agency. 

Automation will come into its own 
in the 1960s, Mr. Witmeyer predicted. 
In addition to the functions it is al- 
ready performing, it will make avail- 
able more speedily management re- 
ports and underwriting information 
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for immediate analysis and corrective 
action. The machine will invade the 
underwriting area, with scanning for 
uniform acceptability, laying aside 
dailies which require individual atten- 
tion. Rate making and analysis will go 
to the machine, resulting in more ac- 
curate and more adequate rate levels, 
greater sensitivity to current condi- 
tions and future trends, and more up to 
date results to avoid serious price lags. 

As market research reveals area po- 
tentials, public needs and _ desires, 
growth characteristics and profitabil- 
ity, all these factors will be merged 
and analyzed by machines to tell insur- 
ers what, where and how to market. 


Looks For Economy HO 


In homeowners, Mr. Witmeyer looks 
for a return to an economy policy 
with fewer endorsements, fewer op- 
tions and with frills eliminated to in- 
sure broadest protection at lowest 
cost. He envisions family security 
plans to include protection on prop- 
erty, liability, auto, early retirement, 
disability, income, hospitalization, ma- 
jor medical, life and mutual funds. 
Automobile will be written almost ex- 
clusively under an economy plan, in 
his view. 

There will be new commercial pack- 
ages designed specifically for homo- 
geneous classes—sufficiently large in 
numbers and similar in exposure to 
permit measurement and pooling of 
risk. Umbrella covers will be expanded 
materially to meet the demands for 
coverage now provided largely by 
foreign markets. 

Mr. Witmeyer sees dynamic possi- 
bilities for the business in the next 10 
years, if it follows the trends indicated 
by the road signs his research uncov- 
ered. 


Schindler Retires As 
Buyer At Youngstown; 
Kardish Is Appointed 


Stanley J. Kardish has been appoint- 
ed insurance manager of Youngstown 
Sheet & Tube, succeeding Paul H. 
Schindler, who is retiring after head- 
ing the department for more than 36 
years. 

Mr. Schindler is well known in the 
industrial insurance field, having 
served on various committees of Amer- 
ican Iron & Steel Institute and Ameri- 
can Management Assn. He is also a 


past vice-president and director of 
American Society of Insurance Man- 
agement. 

Mr. Kardish has been an adjuster 


for Travelers and U.S.F.&G., insurance 
administrator of Jones & Laughlin 
Steel Corp., and was named assistant 
insurance manager of Youngstown 
last December. 





ADMITTED CASUALTY 


REINSURANCE 


AGENCY MANAGERS LIMITED 


BEN D. COOKE—PRESIDENT 


102 MAIDEN LANE e NEW YORK 5, 


N.. ¥. 


CASUALTY REINSURANCE UNDERWRITERS 
FOR THIS GROUP OF COMPANIES 


THE NORTHERN ASSURANCE COMPANY, LTD. 
CITIZENS CASUALTY COMPANY OF NEW YORK 
AMERICAN HOME ASSURANCE COMPANY 


THE CONSTITUTION INSURANCE CORPORATION OF NEW YORK 


SKANDINAVIA INSURANCE COMPANY, LTD. 


THE UNITY FIRE AND GENERAL INSURANCE COMPANY 
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THE STUYVESANT IN SURANCE, 
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1105 ‘Hamilton St., Allentown, Pa. 
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Mansfield-- 


the company of 
SUCCESSFUL AGENTS 


Among Lumbermens’ many 

useful services, | find most 
helpful your multi-line writing, and the ca- 
pable, cooperative and qualified personnel 
of your branch office. 


—Charles R. Hefner 
Hefner Insurance 
Dallas, Texas 


“A successful insurance operation in the 
fapidly expanding Dallas area, such as 
Mr. Hefner’s, finds Lumbermens’ “TEAM- 
~WORK IN ACTION” method of opera- 
tion especially’ useful. As competition 
increases, more and more agencies will be 
séeking-to improve their competitive ad- 
vantages. Let us show you how we can 
help you do this — by joining with “the 
company of successful agents.” Write for 
details today, to D. W. Evans, agency 
vice president. 





LUMBERMENS MUTUAL 
INSURANCE COMPANY 


A MULTIPLE LINE COMPANY 


General Offices, Lumbermens Heights, Mansfield, Ohio 
Branch Offices — St. Louis, Dallas, San Francisco and Los Angeles 
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through agents and brokers 
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Ball Leaves L. A. Post 


‘Of London & Lancashire 


Willard D. Ball Jr., southern Cal- 
ifornia regional superintendent at Los 
Angeles, has retired after 23 years 
with London & Lancashire. His entire 
career with the company was served 
in that territory as special agent, 
agency supervisor and, since 1951, re- 
gional superintendent. 

Mr. Ball entered insurance in 1922 
as a local agent at Ontario, Cal. He 
later went into the field with Century 
Indemnity and U.S.F.&G., returning 
to agency work in 1933 with Barham 
& Mitchell of Los Angeles. 

Mr. Ball will be succeeded by John 
A. Moore, who has been executive 
special agent in southern California 
for four years. Before joining London 
& Lancashire in 1954, he was with 
America Fore, Corroon & Reynolds 
and Phoenix of London group. 


Competitors’ Difference 
Is Only $1 Per Car, N. Y. 


Agents Write Thacher 
Robert B. Douglass of Potsdam, 


| president New York State Assn. of 


Insurance Agents, has written Super- 


| intendent Thacher that the statement 


of Gov. Rockefeller when he approved 
the freedom of contract commission 
bill was incorrect. The statement was 
that Mr. Thacher had “indicated that 
during 1959 the average acquisition 
cost for direct writers of casualty in- 
surance were less than half of the 
average acquisition cost of indirect 
writers.” 

Mr. Douglass pointed out that NAIA 
| studies based on the New York de- 

partment’s own expense exhibit show 

that there is a difference of only 3% 
| or about $1 per car insured between 
the commission, other acquisition cost 
and loss adjustment expense of repre- 
sentative direct writers and agency 
companies. This figure is arrived at by 
| allowing the same dollar figure for 

losses per unit. 

Mr. Douglass said it was unfortunate 

that competition entered any discus- 
| sion of the freedom of contract law 
| because it has no bearing. The law is 

necessary, he stated, “only because 
companies with their superior eco- 
| nomic strength have joined together 
| through the medium of rate filings to 
| force unilateral cuts in commission. 
|The law does not stop any company 
| from negotiating individual changes 
in commission if it believes, no matter 
how mistakenly, that such action will 
| improve its competitive position.” 

He noted that a 1959 Massachu- 
setts senate commission reported that 
deviations in auto rates are not in 
| the public interest—‘“in other words, 
the deviating companies would be sell- 
ing the coverage on a restricted basis 
at rates which, even though reduced, 
would be clearly excessive, while the 
remaining companies would be left to 
provide coverage to the less attractive 
risks at rates which, although higher, 
would still be clearly inadequate.” 
This, Mr.. Douglass stated, is what is 
| happening in New York. 

The freedom of contract law runs 
| to next April 1 and will be the subject 
of hearings by the joint legislative 
| committee on insurance rates and reg- 

ulation. 


The Senate passed and sent to the 
President a bill that would relieve gov- 
ernment employes as individuals of 
| liability for use of automobiles on gov- 

ernment business. The bill calls for re- 
| moval of governmental immunity in 
| the District of Columbia. 
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Hanover Elects Barr 
Assistant Secretary 


Hanover has elected Wayne L. Barr 


assistant secretary. He will have ex- | 


panded duties in the midwest depart- 


ment. 
He joined the company as special 
agent in North Dakota and Minnesota 


in 1937. He traveled several midwest | 


states before being named manager 
at Detroit in 1957. He was named man- 
ager of the Cook County, III., division 
in 1959. 

George W. Hannon, East Hartford, 
Conn., has been elected president of 


enw rant. 


East Hartford-Glastonbury-South | 


Windsor Assn. of Insurance Agents. 
Brererton H. Bucklow was named 


vice-president and Constance O’Brien | 


secretary-treasurer. 





Your Client 


relies on you for protection and 
counsel. To avoid the hazards of 
over or under insurance, make cer- 
tain your client’s “coverage” is 
based upon a factual, provable ap- 
praisal by an experienced, reliable 
appraisal organization. 


THE LLOYD “THOMAS co. 


Recognized Appraisal Authorities 


HOME OFFICE: 
4411 Ravenswood Avenue 
Chicago 40, Ill. 


REPRESENTATIVES COAST TO COAST: 








Buffalo Detroit Milwaukee 

Cincinnati Grand Rapids Minneapolis 

Cleveland Houston New Orleans 

Columbus Indianapolis New York 

Dallas Kansas City Pittsburgh 

Des Moines Louisville St. Louis 
Los Angeles 


CADILLAC ASSOCIATES, INC. 
Insurance Division 

29 E. Madison Bldg. 

Chicago 2, Illinois 


e State Agent, lowa ..... $ 7,200 
e State Agent, Wisc. ..... $ 7,000 
e Agency Manager, Ind..$12-15,000 
© Controller, Illinois .. .$12-15,000 
e Exec. Vice Pres., Casualty, 

is as beets $15,000 
e IBM Manager, Indiana. . .$10,000 
e Casualty Adj., Illinois ...$ 6,000 


Send resume for evaluation and 
referral. Many excellent oppor- 
tunities listed. 


H. J. ROBERTS, 
Manager - Insurance 


All inquiries and contacts 
are confidential. 
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Relates Effect Of New 
Economy Type Plans 


(CONTINUED FROM PAGE 8) 
a penciled line drawn to indicate the 
path of movement should be construc- 
ted. 

To establish the existing flow of 
work, walk through the motions re- 
quired by the routine now practiced. 
For example, a request for a policy— 
follow it through the policy writing, 
billing, bookkeeping, collection, pay- 
ment to the company, filing and prep- 
aration of the renewal. Having done 
this, trace your walk lines on the dia- 
gram you have prepared. Visualize the 
effect of the new procedures on the 
various work steps now required. You 
may discover that one of your girls may 
be able to handle all the necessary op- 
erations in connection with the new 
program if necessary records, files and 
furniture are placed to facilitiate con- 
tinuous flow of work. When consider- 
ing the effectiveness of your work 
flow, examine the steps by subjecting 
each operation to the following ques- 
tions: 

Can this step be eliminated? Can 
it be simplified? Can it be combined 
with another operation? These ques- 
tions must be asked searchingly and 
repeatedly. 

(Part II of this talk will be run 
next week.) 


Court Backlog Relief 
Sought By Insurers 


(CONTINUED FROM PAGE 1) 
A case finally closed with a $7,500 
payment may have started with a case 
reserve of $1.500. 

Preparations for trial are so costly 
that they usually run several times the 
accrual of interest on case reserves, 
Mr. Halsey remarked. Contrary to some 
misguided thinking, the reserves earn 
only a low rate of interest and this is 
subject to the basic 52% income tax. 
“On that practical basis, is it any won- 
der that casualty men scratch their 
heads in perplexity at the talk about 
‘built-in incentives for delay?’” he 
asked. 

Courts, like insurers, cannot handle 
today’s volume of claims with the same 
manpower and techniques used a dec- 
ade ago, and insurance men welcome 
efforts of the bench to modernize 
court procedures, Mr. Halsey said. Con- 
structive measures like extending the 
court day, shortening the summer re- 
cess, consolidating appeals assignments 
and adopting uniform standards for 
advancing cases, coupled with creation 
of additional judgeships and provisions 
for additional courtroom space will be- 
gin to whittle down the backlog. 

However, he said, companies ques- 
tion the wisdom of using unproven 
“gimmicks” to accelerate the reduction 
of the backlog. One such gimmick is 
the presumption that the defendant is 
always to blame for delay in trial, and, 
therefore, the defendant should pay 
interest on damages from the day the 
suit is filed rather than from the day 
the judgment is rendered. Often as 
not the delay in trial is due to the 
Plaintiff or to circumstances over 
which neither party has control. 
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Progressive minded 35 year old Cas- 
ualty Company is streamlining its oper- 
ation. We have an unusual opportunity 
for a man under 35 with policy pro- 
duction experience to take complete 
charge of our policy production line, 
clerical personnel and to coordinate 
the use of our electronic equipment. 
This is a permanent position carrying 
department head status. We want a 
capable man who through actual ex- 
perience knows this phase of the busi- 
ness and who is willing to grow with a 
growing company. Salary open. Retire- 
ment and full insurance benefits. Submit 
biographical information, qualifications 
and expected starting salary in writing 
only to personal attention of Secretary. 


HERITAGE MUTUAL INSURANCE COMPANY 
809 North 8th Street Sheboygan, Wisconsin 
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WANT ADS 


Rates—$22 per inch per inSertion—1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
THE NATIONAL UNDERWRITER 








writing Manager. 

CHIEF UNDERWRITER 

Capable of final decisions on risk quotation 
and selection. Capable of assisting under- 
writing manager. Five or more years mul- 
tiple line casualty insurance experience 
required. 


175 W. Jackson Blvd., Chicago 4, Ill 








INSURANCE 
CONTROLLER 


Established midwest fire and casualty company 
offers unusual opportunity for experienced in- 
surance accountant and analyst to join Home 
Office management team. Age to 45, with at 
least five years experience in all phases of in- 
surance accounting, annual statements, statisti- 
cal reports, taxes, etc. C.P.A. and some knowl- 
edge of |.B.M. systems desirable. Salary entirely 
open and commensurate with experience and 
ability. Replies should indicate education, pre- 
vious experience, and other pertinent data. 
Replies respected in strictest confidence. Our 
employees know of this ad. Write Box S-66, c/o 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 








INSURANCE FIELD 
OPPORTUNITY 


An expanding Agency Multiple Line Mutu- 
al company has a good opportunity for a 
qualified man to work out of Portland of- 
fice, traveling states of Oregon and Wash- 
ington. We have advancement oppor- 
tunities if you can produce. Fire or Casualty 
experience necessary either as an agent, 
underwriter, fieldman or as a direct writer. 
Please give resume of your qualifications 
and salary requirements. Write Box S-64, 
c/o National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Ill. 








FIRE UNDERWRITING SUPERVISOR 
12 years company and agency experience in all 
phases of fire underwriting and reinsurance. 
Extensive background in homeowner policies in 
addition to production and personnel work. 
Reply Box S-65, c/o National Underwriter, 175 
W. Jackson Bivd., Chicago 4, Ill. 








CASUALTY 
PRODUCTION SUPERVISOR 
Multiple Line Stock company seeking man to 
assist and train Special Agents in casualty pro- 
duction. Must be well experienced and sales 
minded. Considerable travel involved in 7 Mid- 
west states. 
NATIONAL UNION INSURANCE COS. 

175 W. Jackson Blvd. Chicago 4, Ill. 








FIRE UNDERWRITER 


Established Multiple Line Agency Mutual com- 
pany needs experienced Fire Underwriter for 
Northwest Branch Office in Portland, Oregon. 





EXCELLENT OPPORTUNITIES IN 
CASUALTY UNDERWRITING 


Aggressive casualty underwriters needed by one of the largest and fastest Dees multiple line 
insurance companies. We have openings for these positions with potential a 


vancement to Under- 


SENIOR UNDERWRITER 

Capable of risk selection and quotation. 
Three or more years of experience in mul- 
tiple line casualty insurance necessary. 


Positions available in New York, Syracuse, Cleveland, Indianapolis, 
and Seattle-Portiand. 
These positions call for someone under 40 years of age. Write Box S-51, 


National Underwriter, 





ACCOUNT EXECUTIVE 


PENSION and GROUP INSURANCE 


Exceptional opportunity 


for improved earnings 
and fine future 


As a result of recent expansion, un- 
usual opportunity has become availa- 
ble with national consulting firm for 
a top-notch, experienced man to serve 
as a senior Account Executive. 


Knowledge of both pension and 
group insurance benefits desirable but 
not essential provided he has suf- 
ficient depth in either one. The right 
man will be assigned a number of 
important present clients and given 
every assistance by our senior execu- 
tives to grow in his knowledge of the 
business and advance in our organiza- 
tion. 


The man selected will receive an 
attractive salary commensurate with 
his experience, plus profit sharing. 
Generous insurance and pension bene- 
fits are also provided. He will have 
the opportunity to advance as rapidly 
as ability is demonstrated. 


Our staff has been advised of this 
advertisement. Write fully concerning 
your background and experience in 
confidence to Box S-59, c/o National 
Underwriter, 175 W. Jackson Blvd., 
Chicago 4, IIL. 


| We will pay very well immediately and | 


offer substantially greater income in the 
future to a man free to travel extensively. 
We are a General Managing Agency with 
a history of success in the field of Travel 
Accident Insurance. Background should in- 
clude Agency contact and knowledge of 
the Insurance business. Please write giving 
history, or if convenient, please feel free 
to call on us. 


FEDERAL UNDERWRITERS 








COMMERCIAL SALES MANAGER 


Our organization is entering the commercial 
liability and/or fire field. To direct this effort 
we need an experienced sales executive—ex- 
perienced as a leader and a producer. He 
should have 5 to 10 years sales experience in 
these fields and under 40 years of age. 


This is an opportunity to assist an expanding 
organization grow at an even greater rate. 
Opportunities in both position and salary are 
unlimited. This coupled with security and the 
best benefit package makes this a once-in-a- 
lifetime deal. All replies are strictly confidential. 


PERSONNEL MANAGER 
ALLSTATE INSURANCE COMPANY 
5510 Greenbriar Dr. 
Houston, Texas 








MANAGEMENT OPPORTUNITY 


A national Mutual Company wants proven 
Sales Representatives who desire to broaden 
their responsibility. If your record is good and 
your current progress is slow, we are interested. 
Earnings are limited only by your own capacity. 
Industrial Casualty should be your strong point. 
Our openings are in the Midwest. We will re- 
locate the right man. We have all employee 
benefits including pensions. Reply Box S-62, c/o 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 








UNUSUAL OPPORTUNITY FOR 
CASUALTY UNDERWRITER 


Knowledge of general liability required. Am- 
bitious man to age 35 to join established 
Multiple Lines Dept. of Centennial Insurance 
Company. Dept. supervises Manufacturers Out- 
put, Merchandise Floater, Commercial Property 
and Retailers Safeguard policies. This opening 
represents outstanding ground floor opportunity 
for man who desires responsibility in both policy 
design and underwriting. Salary open. Send 
resume to: 
Centennial Insurance Co. 
223 W. Jackson Bivd. Chicago 6, lll. 








SAFETY DIRECTOR 


Because of rapid expansion in the past two 
years our company, located in the middlewest 
and specializing in long haul truck fleets, must 
have a man who is able to organize, plan and 
direct an overall Safety Program for our policy- 
holders. Must be willing to relocate, travel ex- 
tensively and work without supervision. Car and 











CLAIM SUPERVISOR 


Well known multiple line company needs 
experienced Casualty Claim Supervisor 
with minimum of 5 years experience in 
handling heavy liability lines. Opportunity 
for advancement. Many outstanding com- 
pany benefits. Write, giving complete 
background, age, education, experience, 
salary requirements, to Box S-57, c/o 
National Underwriter, 175 W. Jackson 





oe — oe ———— Fyn ye = | expenses. Salary open. Write to Box S-70. c/o 
eplies confidential; our people know of this . ; . 
vacancy. Send resume and salary requirements | 636 South Park Street | National Underwriter, 175 W. Jackson Blvd., 
to Box S-69, c/o National Underwriter, 175 W. | Madison 5, Wisconsin | Chicago 4, Ill. 
Jackson Blvd., Chicago 4, Ill. 
L ccuennen cimsnnnsinittemnseaiaessnuiialneislts J 
AVAILABLE Own : WANTED—MANAGER 
er substantial agency, age 40, college 
CASUALTY UNDERWRITING MANAGER graduate, 15 years experience survey analyst, For old, large, well established General In- 


15 years experience major Casualty lines in- 
cluding autonomous supervision of Underwriting, 
Engineering and Audit Depts. Desire similar 
position in Chicago Branch Office. Write Box 
S-68, c/o National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 





account supervision, special hazards, capacity 
problems, inland and ocean special forms, con- 
struction problems, bonding. Desires connection 
where concentration on these interests possible. 
Present salary medium five figures. Reply Box 
$-60. c/o National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Ill. 


surance Agency in Midwest. Must be heavy in 
Casualty—working knowledge of fire. Salary 
commensurate with ability. Excellent oppor- 
tunity for future. Give complete personal and 
= history. All replies confidential. Reply Box 
$-58, c/o National Underwriter, 175 W. Jack- 
son Blvd., Chicago 4, Ill. 











Blvd., Chicago 4, Ill. 





OFFICE SPACE FOR RENT 


3500 sq. ft., excellent office space. Located in 
business district, Charleston, W. Va., modern 
air-conditioned, two excellent wash rooms. 
Reasonable rates. Write: D. E. Borstein, 
Box 311, Montgomery, W. Va. or phone 
Hillside 2-2171. 








COMPANIES WANTED 


NORTHWESTERN PENNSYLVANIA AGENCY EMPLOY- 
ING _TWO FORMER pote FIELDMEN DESIRES 
CONTRACTS WITH MPANIES WRITING LONG- 
HAUL PHYSICAL DAMAGE AND DEADHEAD, SUB- 
STANDARD PRIVATE PASSENGER AND HARD TO 
PLACE CASUALTY RISKS. REPLY BOX S-61, C/O 
THE NATIONAL UNDERWRITER CO., 175 W. JACK- 
SON BLVD., CHICAGO 4, ILL. 











Auto—Fire and General Liability 
SUBSTANDARD 
Complete Primary and excess facilities avail- 
able to volume producers. We will write either 
on an admitted or surplus basis. Contracts 
available for most states. 
MICHAEL KEITH & ASSOCIATES 
Lorain Ave. Cleveland II. 


11021 Ohio 
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Policyholder Relations Programs Are Surveyed 


(CONTINUED FROM PAGE 1) 


they are not satisfied with the way 
their loss has been handled. 
Identification cards and lists of 


and other worth 
furnished with 


claim and loss offices 
while information are 
automobile policies. 

Merit-rating in automobile for 
many, many years, and now in the 
homeowners field, brings to the pol- 
icyholder in a concrete fashion the in- 
terest of the company in “the prudent 
insured.” 


Interest Expressed Through PR 


While the policyholder’s interest is 
a primary concern of every officer in 
INA, the policyholder’s interest is also 
expressed in the company’s organiza- 
tional structure through the public 
relations department and through sup- 
port of such organizations as the In- 
surance Information Institute and the 


Pennsylvania Insurance Information 
Office. 
The policyholder’s interest is cer- 


tainly a profitable and legitimate con- 
cern of the insurance business. Indeed 
it represents an obligation. It is profit- 


able, of course, only to the extent that 
performance lives up to the promise. 


NEW ENGLAND LIFE 

We do have a public and policy- 
holder relations program, although it 
is one which does not require an ex- 
tensive budget. While we have our 
policyholders’ interests uppermost in 
mind in every action taken by the 
company, probably the most import- 
ant manifestations of this are our an- 
nual report and our quarterly publi- 
cation called the New England Al- 
manack. We have an assistant secre- 
tary whose sole responsibility is pol- 
icyholder relations and whose activ- 
ities are concentrated in communica- 
tions and the location of “lost” policy- 
holders. 

Every new policyholder receives a 
letter from the president, and the in- 
vitation to keep in close touch with 
the company is further underscored by 
the business reply cards which go out 
with each issue of the New England 
Almanack. 

Three years ago we prepared our 
first 28-minute motion picture, “New 
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England Portrait,” which has _ been 
shown to many thousands of policy- 
holders as well as millions of others. 
We have just completed our second 
film, “Assignment America,’ which 
will be released this fall. This deals 
with the manifold ways in which our 
two-billion-dollar investment portfolio 
is put to work to make jobs through- 
out America. 


ALLSTATE 

Our agents have forwarded com- 
ments indicating that some of our cus- 
tomers don’t like multiple mailings 
with their renewal notices. In the past, 
we sometimes used as many as eight 
separate pieces in one mailing. Of 
course, all of these pieces weren’t ad- 
vertising; some explained changes in 
state law, additional coverages re- 
quired or available, accident reporting 
procedures, etc. However, we now 
have a four-page letter to be mailed 
with our auto insurance renewals. It 
gets away from confetti mailings by 
incorporating several separate pieces 
into one. 

Our procedure for planning and con- 
ducting surveys is as follows: When 
someone within our organization 
comes up with a problem to which a 
survey approach would be applicable, 
the research staff prepares a proposal 
which outlines (1) the objective of the 
survey, (2) the procedure to be used in 
the survey, (3) the schedule and (4) 
the costs. If the plan is approved, then 
the survey is conducted usually by an 
independent research firm or occa- 
sionally by our own staff. 

We do pass on reactions of our 
policyholders to our agents in a gen- 
eral way, but individual responses in 
all studies are held in the strictest 
confidence and not used for a sales 
approach. Our research people tell me 
this is the normal procedure for con- 
sumer surveys among nearly all com- 
panies and they consider it unethical 
to use individual responses for sales 
promotion contacts. 


NATIONAL LIFE OF VERMONT 

We are quite active in this field 
through the use of quarterly premium 
notice stuffers. Some of the stuffers 
are of an institutional nature and 
some are straight merchandising of 
different plans of insurance. Our re- 
turns are what we consider most sat- 
isfactory and run anywhere from 7% 
to 9% for each mailing. 

We also have a policyholder maga- 
zine “Quotes and Notes,” which is 
mailed by our agents to what we term 
their most important prospects, their 
own policyholders. This latter program 
is not a company project but is made 
available to individual agents with 
their own imprints. The magazine is 
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issued three times yearly with cach 
issue running as many as 75,000 copies, 
For editorial material we rely upon 
reprints of articles from other maga- 
zines. We have adopted this polic, in 
order to get the third party impact— 
in other words, the material is not 
something that we have written, but 
rather presents the opinions of writ- 
ers from some of the country’s lead- 
ing magazines. The articles do not nec- 
essarily deal with insurance, but are 
selected on the basis of what we think 
would make good reading matter. 


CONTINENTAL CASUALTY 


We do not have a policyholder rela- 
tions program as such, but of course 
our policyholders are furnished with 
identification cards, instructions and 
forms for reporting claims, bail bond 
identification cards and various ma- 
terial in pamphlet form regarding 
coverage. 

Being an agency company, we do 
not have a great deal of contact di- 
rectly with insured by mail or other- 
wise, excepting of course through our 
claim service. Our policyholders know 
that we have countrywide claim serv- 
ice, with claims offices located 
throughout the country and also that 
our agents countrywide always stand 
ready and able to give assistance to 
our policyholders. 

We have more contact with policy- 
holders on large risks along engineer- 
ing and auditing lines and our men are 
trained in the importance of good 
policyholder relations. However, on 
the mine-run individual business we 
do not at the present time have any 
policyholder relations program other 
than the information furnished with 
the policies and the countrywide claim 
service, which is due in a large meas- 
ure to the manner in which our busi- 
ness is connected with the American 
agency system. 


OCCIDENTAL LIFE 


Occidental Life of California does 
not conduct a formalized program of 
policyholder relations. Nevertheless, 
we do consider our policyholder rela- 
tions among the most important such 
relations in the entire company and 
we do direct a good deal of attention 
to their maintenance. 

One of the most important relations 
with policyholders, of course, is 
through the agency field force and we 
do conduct a considerable program of 
education and development for the 
purpose of training our men so that 
relationships with policyholders car- 
ried on through them will be of the 
best. 

Since another very important pol- 
icyholder relationship exists through 
correspondence, we have carried on 
home office and field office training 





| a Sorrowful Situation... wos people are 





over insured—but 
under protected! 


This is more than just a theory. 
And you should see what The 
Camden has developed to help 
you do something about it. We 
have a brand new approach that 
will interest you and your 
prospects. Write us today for 
details on how we propose to 
help you dramatically increase 
your volume. 


The Camden 


FIRE INSURANCE ASSOCIATION 
CAMDEN 1, NEW JERSEY 
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in good letter writing and these are 
continuing programs. Internally, we 
have a continuing review of form and 
model letters and other printed forms 
that will be used in transacting busi- 
ness With policyholders. 

We do not produce a _ policyholder 
publication, but we do send out a con- 
tinuous flow of information to policy- 
holders through premium notice en- 
closures. Each policyholder gets a 
yearly capsule annual statement of his 
company’s operations through a prem- 
jun notice enclosure. Other premium 
notice enclosures notify the policy- 
holder of important new policy con- 
tract creations which may be of in- 
terest to him. 


GENERAL OF SEATTLE 


We, like most agency companies, do 
not have a formalized program deal- 
ing with policyholder relations. In our 
SAFECO company, where we do the 
billing for all of our agents, occasion- 
ally we put in some stuffers, but this 
of course is done only with the agents’ 
full approval. 

I think you are on a subject that is 
quite important to the companies, but 
by virtue of the agency system being 
what it is, the companies are some- 
what stymied because of possible ad- 
verse agency reaction, with the agent 
feeling that the business belongs to 
him and any contact with the policy- 
holder should be through the agent. 
We have developed some very good 
contacts through our claims operation 
and send out return postal cards, 
checking with insured as to what kind 
of claims service we are giving. 


GUARDIAN LIFE 


The Guardian is very conscious of 
the importance of good policyholder 
relations, and we hope some day to 
have a more effective program. At this 
time no one person is assigned to pol- 
icyholder relations on a full-time bas- 
is. 

The responsibility rests with this 
[the public relations] department, but 
we have not reached the stage of de- 
velopment where we have a special 
section, or even one person, who 
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works exclusively in this area. 

We do not make any special mail- 
ings to our policyholders. However, 
for several years now we have al- 
ways included at least one other folder 
with our premium notices. For several 
months in the spring and early sum- 
mer we include a sales folder with a 
coupon to be returned. Occasionally, 
we have used an institute insert on 
inflation, or one of our own pieces on 
the savings if you switch from an- 
other mode of payment to annual. 

Most of the surveys we have made 


in the past have been “Service 
Audits.” We have taken a random 
sampling of people requesting a 


change in beneficiary or a policy loan 
during the past month or so, and sent 
them a simple questionnaire relating 
to the service they received from the 
company. Our experience with these 
audits has been very good, but I can’t 
recall any instance where they ef- 
fected company procedure. 


EQUITABLE OF IOWA 


We try, in our dealings with our 
policyholders, to impress upon them 
that we are making every effort to of- 
fer them insurance policies created to 
meet their needs and that in our op- 
erations we are always aiming at im- 
provements which will result in good, 
efficient and economical service to 
them. 

We do continue to put out an an- 
nual report which is mailed to all 
policyholders, feeling that each pol- 
icyholder should be informed about 
the financial and insurance opera- 
tions of our company through that 
means. We also put out a modest pub- 
lication, quarterly, for friends and pol- 
icyholders of the company. It is called 
Towertalk and is enclosed with pre- 
mium notices. 


Communications Checked 


We have a form control program 
which is aimed, at all times, in mak- 
ing our forms which _ policyholders 
must use or receive in keeping with 
our interests in efficient and friendly 
operation. Although we do not have 
any specific correspondence improve- 
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ment program, we do make every ef- 
fort to be alert to the needs of good 
correspondence techniques when deal- 
ing with our policyholders. 

We have always been proud of the 
good percentage of our new business 
which comes from our so-called “old” 
policyholders. We feel that this pro- 
vides us with at least some measure- 
ment of the satisfaction which those 
people feel in the manner in which we 
have dealt with them. 


Institution Cover Approved 


In Fla., 25% Rate Decrease 


Florida has approved the new 
stitutional property 
mended by Inter-Regional Insurance 
Conference. The plan, featuring a 
$1,000 deductible and credits for in- 
spections, produced a 25% rate re- 
duction in the Florida filing. 


in- 
program recom- 


Elkhart (Ind.) Assn. of Insurance 
Women elected Miss Mary Hasse, 
president; Mrs. Thomas Anderson, 
vice-president; Mrs. Carl Shupp, sec- 
retary, and Mrs. Francis Jones, treas- 
urer at the charter meeting. 


KANSAS CITY FIRE AND MARINE INSURANCE COMPANY, 


KANSAS CITY FIRE AND MARINE INSURANCE COMPANY, 301 W. 11TH STREET, KANSAS CITY, MO., Victor 2-9500 KANSAS CITY FIRE AND MARINE INSURANCE COMPANY, 301 W 


KANSAS CITY FIRE AND MARINE INSURANCE COMPANY, 


KANSAS CITY ......-.-.: 


Throughout its history, a city 
that has offered new horizons 
of success to men of energy 
and vision. 
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Propose 2 Inland Rate 
Territories In Texas 


The Texas department proposed at 
its annual hearing on fire rates that 
the inland territory be split into two 
sections for extended coverage rating. 
The plan met with no opposition from 
the company people. 

The department’s proposal calls for 
a 15% increase in a new northwest 
section and a 10% reduction in a new 
southern section, it being indicated 
that the whole system could be put 
into effect by Aug. 1. 

Angus McDonald, chief property- 
casualty actuary, explained the de- 
partment’s plan, and he received sup- 
port from Norris Parker, manager 
Texas Insurance Advisory Assn., and 
Robert Bailey, representing North 
America. 

Insurance Women of Fort Worth 
elected Shirley Ashley president; Ella 
Slaughter and Doris Finks, vice- 
president; Eloise McAmis, recording 
secretary; Ann Maddox, corresponding 
secretary, and Dorothy Ficke, treasur- 
er. 
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Editorial Comment 


What Is Right With This Business? 


(From a talk before Mississippi Assn. 
of Insurance Agents.) 

The fact that more companies are 
going “independent” and even those 
that remain in the bureaus are doing 
more things that are different, will 
have—already has had—important 
consequences for agents. This is be- 
cause these changes, which represent 
one of the major alterations in the in- 
surance business in this country, are 
being made to meet the competition 
of independents, among which are the 
exclusive agent companies. 

When these companies develop new 
products, at new prices, with new pro- 
motions, inevitably there is a substan- 
tial increase in the number and varia- 
tion in forms and rates with which 
agents have to deal. 

There seems to be no way to avoid 
this. It will grow worse before it gets 
better. However, it also imposes a 
burden on competitors. If they don’t 
keep up, that is a competitive edge. The 
local agent can either have it or lose it. 

As companies go independent in 
whole or in part, they tend to become 
more selective in the business they 
write and in the agents who produce 
it. This is not to say they want less 
business. They want more. But they 
also quite definitely want a better se- 
lection of risks and lines. Going in- 
dependent is expensive. Consequently, 
the company has to have results. 

The upshot of the matter is that a 
great deal of agency analysis is going 
on. The organization companies, which 
are probably more responsible than 
other insurers for appointing agents 
willy nilly in the past, now are testing 
their agencies for production, under- 
writing performance, careful paper 
work, prompt collections and other 
qualities. Then they are acting to weed 
out the weak agencies and do more 
for the competent ones. 

Those who long have been inde- 
pendent can hardly argue with the 
principle when their major companies 
embrace it. The purpose is much the 
same—the ability to use its own judg- 
ment, to develop its own particular 
strengths, and, notably similar, the 
development of accounts rather than 
piles of policies. 

The company writing a general book 


of business finds upon analysis that if 
it does not stand No. 1 in the agency 
for volume and quality of business— 
or, depending on size, No. 2 or No. 3— 
it is almost certain to be losing money 
two ways, on expense and on losses. 

Many company and agency realign- 
ments are being exerted today by 
tough underwriting and competitive 
conditions. 

Yet if the company is No. 1, 2, or 3 
in an agency, on the positive side the 
agent will be almost certain to get ad- 
vertising money, sales advantages, 
and perhaps bonus earnings. In the 
future it is not impossible that he will 
get some of the fringe benefits that 
life companies pay their agents, along 
with some of the exclusive agent prop- 
erty insurers. 

If agencies are being checked for 
qualities of performance, continuity, 
and character of business, companies 
in turn are being analyzed by many 
agents. It is about time. Companies 
are being scrutinized and _ retested 
for qualities of management, charac- 
ter of manpower, standards of per- 
formance. 

After all, with a product that can- 
not be tested in advance of purchase, 
what the agent is selling his clients 
is exactly qualities of management, 
character, integrity, and high stand- 
ards of performance of the companies 
in the agency. 

How should a company be judged? 

Underwriting savvy is one of the 
most important standards. If a com- 
pany can and does write business that 
other companies shy away from or 
move into and out of because they 
don’t know what they are doing, it 
is worth a dozen ordinary companies. 

A steady agency policy is as impor- 
tant as a steady underwriting policy. 
It is important now and will become 
even more so as the 1960s go along 
to have a company with all the prod- 
ucts the agent needs that makes a 
practice of appointing only capable 
agents. The importance of a steady 
agency policy ought to be very impor- 
tant to him. The events of the past 
two or three years indicate that to an 
extent the sins of the poor agents have 
been visited on competent agencies 
that don’t deserve it. Companies that 


appointed agents carelessly have can- assuming that the agent is delivering 
to him a company, that can afford ang 


celled agencies to some extent in the 
same way and have taken commission 
and other action necessary because 
they appointed agencies carelessly in 
more favorable underwriting times. In 
a measure, the company that appoints 
unqualified agents at some time has 
to disappoint them. The company 
that appoints agents carefully and for 
sound reasons is always in a position 
to do more for them, in good times 
and bad, and to develop correlated ac- 
tivities that reflect a real partnership 
relation. 

Needless to say, a steady agency 
policy is of the utmost value to in- 
sured and to insured’s opinion of the 
agency. 

What is it that insured is really 
buying from the agent? Dollars? It is 
doubtful if half an agency’s clients 
know what auto liability limits they 
have, or, if their homeowners is more 
than a year old, how much coverage 
they have on house and contents. Many 
can’t remember without checking how 
much life insurance they carry. If the 
amount is so unimportant that in- 
sured can’t remember, he isn’t buying 
amounts. They have to be there, 
but insured is relying on the agent 
to see they are enough. 

Of course, commissions, paper work, 
collections and the like are matters 
of concern and importance. But the 
client isn’t interested in them and 
isn’t buying them. He has to pay for 
them, but they aren’t what he buys. 

No, insured isn’t buying money but 
the availability of money. More im- 
portant, he is buying the availability 
of experienced advice and guidance 
at the time of loss or claim. Since in- 
sured may not test the product for 
months, for years, or for ever, the 
agent is selling and he is buying con- 
tinuity in the representation of his 
interests. 

Fundamentally what he buys is a 
company—and the local agent is in a 
position to give him a selection of the 
best. In addition to his local availa- 
bility, in addition to relying on the 
agent to keep his insurance house in 
order, he is buying a soundly oper- 
ated insurer with top personnel, com- 
petent executives, claim and adjust- 
ing skill, intelligent and imaginative 
underwriting, and efficient processing. 
He is buying the product of a company 
that is financially sound and competi- 
tively alert. 

He is buying a company, and he is 
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Personals 


Marion N. Watson, who has joine 
National Union as vice-president 4 
Atlanta, will su- 
pervise operations 
in Georgia, Flori- 
da, South Carolina 
and Alabama. He 
began his career 
with Alabama In- 
spection & Rating 
Bureau and later 
went with Auto- 
mobile,which 
merged with Aet- 
na Casualty in 19- 
56. He was named 
manager of the 
fire and marine office of Aetna Casual- 
ty at Atlanta in 1958. 


Marion N. Watson 


S. L. Horman, vice-president 
Time of Milwaukee and recent recipi- 
ent of the Harold R. Gordon memorial 
award of International Assn. oi 
Health Underwriters, was struck by: 
car and seriously injured when he wa 
crossing a street at Wisconsin Dells 
where he was vacationing. He suffered 
a fractured pelvis and concussion and 
is convalescing at Columbia Hospital 
at Milwaukee. A testimonial dinner to 
have been held in his honor July 1}! 
by Milwaukee Assn. of Health Insur- 
ance Underwriters has been postponed 


Andrew George, Colebrook, N. H, 
agent, has been named zone chairman 
there for Lions International. 


Commissioner 8S. N. Beery of Colo- 
rado has been named a member of the 
Denver Post “Gallery of Fame” for 
achievements in his professional or- 
ganization. Mr. Beery recently wa 
elected president of National Assn. oj 
Insurance Commissioners. 


Deaths 


JAMES T. CURTIN, 63, New York 
manager of the National Underwrite 
Co. since 1934 
died at his hom 
July 10, as a resuli 
of a long-standin 
heart condition 
He had been hos- 
pitalized severé 
times in the pas 
few years and hat 
not been able t 
work since Apt 
10. 

A native of Nev 
York and an out 
standing swimme! 
for New York Athletic Club in hi 
youth, Mr. Curtin had been employe 
by several New York securities fir 
before joining the National Under 
writer Co. At various times he calle 
on insurance offices in New Jerse! 
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— energy, ebullient personality and 
 8Ndhiendly persistence won him a host of 
Nanifriends among insurance men. 
com-} Funeral services were held Wednes- 
en it}day at Blessed Sacrament Church, 
m iifJackson Heights. He is survived by 
Mrs. Curtin, two daughters, Mrs. W. B. 
that Kleisler and Elizabeth, a postulant of 
use. the Dominican Sisters of Amityville, 
LI; a son, James Jr., and a grandson. 


t 
| PHILIP S. BEEBE, 72, western man- 

ager of Hartford Fire, died at Wesley 
Memorial Hospi- 
tal, Chicago, of a 
heart condition. 
He was the dean 
of the fire insur- 
ance executives in 
the west. 

Mr. Beebe was 
born in Mounds- 
ville, W. Va., April 
7, 1888. He gradu- 
ated at Ohio State 
University in 1910. 
He was in several 

P. S. Beebe lines of business 
for eight years, including serving as a 
chemist in the cement business. In 
1918 he attracted the attention of the 
manager of Ohio Inspection Bureau 
because of a report he wrote on a ce- 
ment plant for a friend of his who was 
a bureau inspector. He joined Ohio 
Inspection Bureau that year and two 
years later went with the service de- 
partment of Hartford Fire at Colum- 
bus. He was transferrred later on to 
Cleveland, and in 1925 he became a 
of} special agent. He was promoted to the 
western headquarters at Chicago in 
1981 as underwriting superintendent, 
and later became superintendent of 
production. He was made assistant 
manager in 1938 and associate man- 
ager in 1947. On the death of Manager 
Charles H. Smith in 1953, Mr. Beebe 
was elevated to western manager of 
Hartford Fire. 

While Mr. Beebe was the dean of 
fire insurance men in the west, he was 
jalso the generally acknowledged lead- 
er, a position he occupied not only be- 
cause of the prominence of his com- 
pany but for his personal qualities. 
He served as an officer of practically 
every organization of importance—as 
president of Western Underwriters 
Assn., Cook County Loss Adjustment 
s} Bureau, Western Adjustment, Oil As- 
{}sociation and Underwriters Salvage 
Co. of Chicago., and as chairman of 
the executive committee of Western 
Actuarial Bureau. 

On the less formal side of the busi- 
ness, Mr. Beebe served as a president 
in the early days of Chicago Buckeye 
Club, a social organization of Chicago 
insurance men who had earlier worked 
in Ohio. 

Mr. Beebe was one of the best liked 
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of the fire insurance officials. For a 
number of years he served as chairman 
on the company side of the table at the 
meetings of the Midwest Territorial 
Conference of agents with members 
of Western Actuarial Bureau. 

Services were conducted Thursday 
for Mr. Beebe at Holland, Mich. He is 
survived by his widow, Mrs. Caroline 
Beebe, a son, William F. Beebe, two 
sisters and a brother, and two grand- 
children. 


ROY W. HOLLAND, 52, executive 
vice-president of Poulsen Ins. Co. of 
America, Park Ridge, Ill., died at Pas- 
savant Hospital, Chicago, after under- 
going surgery. Before joining Poulsen 
in 1953 he was with Loyalty group in 
A&S work as a manager at Chicago for 
15 years. Later he became chief under- 
writer and assistant secretary of Secu- 
rity Mutual Life. He started in the 
business with Continental Casualty. 


DONALD GALLAGHER, 60, mem- 
ber of the Albany, N. Y., law firm of 
Brown & Gallagher, which specializes 
in defense work for insurers, died of a 
heart attack in his hotel room at At- 
lantic City, where he was attending 
the annual convention of International 
Assn. of Insurance Counsel. Mrs. Gal- 
lagher was with him at his death. He 
was a fellow of American College of 
Trial Lawyers and was serving a 
four year term as lottery control com- 
missioner of New York state, a post to 
which he was appointed in 1958. 


PARK L. HOWLE, 75, of Darlington, 
S. C., died at his home there. He was 
for 25 years secretary-treasurer of 
Farmers Mutual Insurance Assn. of 
Darlington County. 


HOWARD J. DUGAS, 55, vice-presi- 
dent and secretary of Begnaud-Dugas 
Agency, Lafayette, La., died at Laf- 
ayette Memorial Hospital. He had suf- 
ferred a heart attack two weeks ear- 
lier. 

ROBERT B. YOUNG, 52, supervis- 
ing adjuster of Great American, died 
of a heart attack at his home in Bay- 
onne, N. J. He was with Great Amer- 
ican for 31 years, the last 12 as super- 
vising adjuster. 


Mrs. MARTHA A. MOORE, 53, wife 
of Edward R. Moore, president Moore 
& Wright agency of Port Huron, Mich., 
died at Henry Ford Hospital, Detroit, 
after a long illness. In addition to her 
husband, Mrs. Moore is survived by 
two sons, Edward Jr. and William B. 
Moore, both of whom are associated 
with their father in the Moore & 
Wright agency. 


ROBERT SHERRARD, retired Pa- 
cific Coast manager of Northern of New 
York, died after a long illness. He 
started in insurance in 1913 with Nor- 
thern, and in 1927 was made assistant 
manager of the Pacific Coast depart- 
ment. He became manager in 1936, 
and he retired in 1958. 


FRANK M. KINNEY, 77, of the Kin- 
ney, Palmer, Goodeli & Keeney agency, 
Springfield, Mass., died at Springfield 
Hospital. He entered the business in 
Springfield in 1913 with Gilmore & 
Goldthwaite agency and formed his 
own agency in 1916. He was a past 
president of Springfield Fire & Casual- 
ty Assn. 


HENRY W. PEACOCK, 72, vice-pres- 
ident of Kelly, Halla, Peacock agency 
of Detroit, died of a coronary throm- 
bosis. He had been in insurance since 
1902 when he started with Agricul- 
tural. In 1911, he moved to Detroit 
and joined Michigan Inspection Bur- 
eau as an inspector, and four years 
later went with Detroit Insurance 
Agency. He had been with Kelly, Halla, 


Stocks 


By H. W. Cornelius of Bacon, Whipple & Co., 
135 S. La Salle St., Chicago, July 12, 1960 

















Bid Asked 

$ $ 
PE. CO adits 84 88 
I TN. sets iiheetinicitiainmnniial 82% 85 
American Equitable ................0. 38% 4012 
American, Newark 2.0... 2642 27% 
American Motorists 2.0.0.0... 1354 15 
MD scactccsicchiecsniiccceliniatiiscncsdnatetcacstinninn 33% 3412 
Continental Casualty  ..0.0..0... 69 71 
ee Oe, eo 64 66 
WOR Giethceiseistadanidiecctavscavsdavesteaseoneons 58 60 
PINON Oe TCU vin case cincsvncncenccevsccons 56% 572 
SE II © sntisecersicnasscnctcsceiensnieions 100 105 
cs esaiacctscnlicccinpeanioadsi 3534 3634 
Ce en 4412 4542 
I BEI eiticcccinneeninioneianiasins 50 52 
WS ssiinscinisscssicinicnncsennccdiaiisionan 4212 43% 
Te Oat taveisthncenesiereninieisceiacs 57 58 
Ins. Co. of No. America . 6242 64 
I a aii cccutntdinciccasindiccasinedinbhia 31% 33 
Maryland Casualty 0.0... 35% 364 
TO: MII ic ciiicslaccdiniadaaiianliel 40 4112 
National Fire .. 136 142 
National Union ......... 37% 38% 
New Amsterdam Ca 5242 54% 
New Hampshire 52 53% 
North River .......... 36 37 
Ohio Casualty ........ 24 25% 
a Ga scckccessenterecsecientvenies 81 83 
Pe, ING. . dettaensnraienrenerierictsmenicns 2242 2342 
Ws CS OE a thccccencececcciccts 2112 23 
EE —  cesttttnmierens 54 56 
St. Paul F. & M. 57 58% 
Springfield F. & M. 33 34 
Standard Accident 51 52% 
ZPRVOIRTB . cecccsssesrees 87 8e 
TR Br Th Oe caessinsccisatcorssensnsnsvecensties 43 44 
Wi a ee ecenttenieen nanan 29 30% 





Peacock since 1922. He was active in 
affairs of Detroit Assn. of Insurance 
Agents, serving as president of that 
organization. 

A brother, George C. Peacock, is 
vice-president of Agricultural. 


GORDON J. BURRER, 66, retired 
Cincinnati manager of Travelers, died 
at his home there. 
Mr. Burrer retired 
last year after 
more than 30 years 
with Travelers. He 
was first among 
Travelers fire 
managers to be 
given charge addi- 
tionally of casual- 
ty operations, in 
1948. Mr. Burrer 
was an_ infantry 
captain during 
World War I, fol- 
lowing graduation from Denison Uni- 
versity. He went with Ohio Inspection 
Bureau at Dayton and later traveled 
Ohio and West Virginia for North 
America, and West Virginia for Fidel- 
ity-Phenix. He joined Travelers in 
1926. 


HOMER E. C. RAINEY, 80, former 
manager of Underwriters Assn. of Dis- 
trict of Columbia, died at his home in 
Bourne, Mass. He had been with the 
rating bureau 25 years before his re- 
tirement. He succeeded E. R. Hardy, 
who started the bureau. Mr. Rainey 
was for 45 years chairman of the mem- 
bership committee of National Fire 
Protection Assn. 


THEODORE C. RANSCHT, 66, pres- 
ident of Tucker & Turnbull agency at 
White Plains, died at his home in 
Greenburgh, N. Y., after a long illness. 


OWEN F. COBB, 65, Asheville, N. C., 
agent, died in a hospital there as a re- 
sult of injuries suffered in an automo- 
bile accident. 


HENRY H. LIVINGSTON, 73, re- 
tired general partner in New York of 
Lukens, Savage, & Washburn, Phila- 
delphia brokers, died in Columbia 
Memorial Hospital, Hudson, N. Y. He 
entered the business in 1911 with Win- 
field M. Brown at Boston. He joined 
Lukens, Savage, & Washburn as rep- 


Gordon J. Burrer 
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resentative in New York in 1928 and 
was elected a partner in 1929. He re- 
tired in 1952. He had been a noted 
oarsman and also participated in sev- 
eral Newport to Bermuda yacht races. 


PHILIP L. BALDWIN, for 20 years 
general manager of National Assn. of 
Mutual Insurance Agents, died in his 
office in the Investment Building in 
Washington, D. C., of a heart attack. 
He previously had a heart condition but 
apparently was in good health and 
was pursuing his normal activities 
when died. He was often called the 
father of NAMIA, which grew to a 
9,000 membership during the time he 
headed its staff. Before going with 
NAMIA he was with the Ohio Better 
Business Bureau, and prior to that he 
was an agent of Northwestern Mutual 
Life in Washington for several years. 





Insurer Counsel 
Attendance Is Off, 
Moody Is Elected 


Attendance at the annual conven- 
tion of International Assn. of Insur- 
ance Counsel was reduced by more 
than 200 and perhaps as many as 400 
by the last minute switch in location 
from White Sulphur Springs, W. Va., 
where employes of the Greenbrier 
were on strike, to Atlantic City. Ad- 
vance registrations for the meeting 
were more than 1,200 with a waiting 
list. Approximately 800 attended the 
meeting in Atlantic City. 

Denman Moody of Houston was 
elected president to succeed Charles 
E. Pledger Jr. of Washington, D. C. 
Payne Karr of Seattle was named 
president-elect. E. A. Cowie, vice-presi- 
dent of Hartford Accident, was 
elected vice-president, and George 
McD. Schlotthauer of Madison, Wis., 
was reelected secretary-treasurer. 

New members of the executive com- 
mittee are Kirby Smith of Dallas, G. 
C. Buchanan of Detroit, and Harley J. 
McNeal of Cleveland. The next annual 
meeting will be held at the Queen Eli- 
zabeth Hotel, Montreal. 

The recommendation of the defense 
research committee headed by Stanley 
C. Morris of Charleston, W. Va., that 
the association establish a defense re- 
search institute, was acted upon fav- 
orably. 

Court congestion as an omen of 
court reform compelled by the public 
was the subject of Chief Judge Pine of 
the U. S. district court, District of Co- 
lumbia. 


N. Y. Department Wins In 
IWO Liquidation Case 


In a case involving some of the 
assets of the International Workers 
Order, the fraternal life and sickness 
insurer, a California district appeal 
court has ruled that an out-of-state 
receiver or liquidator is vested with 
title to the assets of the company by 
the law of the domiciliary state of the 
company and is entitled to assert this 
title in the courts of other states. 

The case is one of several in various 
states in which local lodges of the 
order have contended that the rights 
of local creditors would be prejudiced 
by the action of the New York depart- 
ment. 

Plaintiff in the action was Thomas 
Thacher, New York superintendent, 
who sought to take over real estate 
belonging to City Terrace Lodge 253, 
Los Angeles. The New York depart- 
ment sought liquidation of the brother- 
hood in 1950 on the basis that it was 
a communist front organization. 
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Field Associations At Midwest Conference Hear Role In III 


The role of field organizations under 
the sponsorship of Insurance Informa- 
tion Institute was discussed at the 
midwest regional public relations con- 
ference of III at Chicago. The 15 states 
in the region were represented by 
35 presidents and public relations 
chairmen of the field association. 

Roland H. Lange, Hartford Fire, 
president of III, outlined the formation 
of the institute, and General Manager 
J. Carroll Bateman described the 


planned operations. The banquet speak- 





er was Eugene F. Gallagher, 
manager of the Chicago Board. 

Field men who participated in the 
meeting are, from left: 

Top row: Harold R. Trickey, St. Paul 
F.&M., Tennessee; James W. Cady, 
Boston, Tennessee; Bruce Patterson, 
Royal-Globe, Ohio; Donald U. Mennie, 
Home, Ohio; Ray W. Kapp, Phoenix- 
Connecticut, Ohio, and Kenneth H. 
Evans, Aetna Fire, Nebraska. 

Second row: James C. McKinley, 
Aetna Fire, Michigan; H. Craig Knop, 


new 





Travelers, Iowa; Norman R. Watson, 
Great American, Michigan; Fred A. 
Reiner, Springfield F.&M., lowa; John 
R. Blackmarr, Scottish-Union, Ken- 
tucky; Michael J. Grob, Aetna Fire, 
Michigan; and William A. Thayer, 
Standard Accident, Kentucky. 

Third row: T. M. Irvine, American, 
Wisconsin; Donald T. Roberts, U.S.F.- 
&G., Wisconsin; Pat O. Murphy, Amer- 
ican, South Dakota; Philip L. McAlear- 
ney, Aetna Fire, South Dakota; Stuart 
A. Dickerson, Hartford Fire, Colorado; 
Bruce E. Chittenden, America Fore- 
Loyalty, Colorado; and Edward W. 
Fisher, U.S.F.&G., Colorado. 

Fourth row: William H. Kloster- 
man, America Fore-Loyalty, Missouri; 
Donald E. Logan, Fireman’s Fund, 
Missouri; Alton G. Goodspeed, Hart- 
ford Fire, Minnesota; William H. Cran- 
dall, Aetna Fire, Missouri; Lyle M. 
Smith, Great American, North Dakota; 
Donald K. Elvig, American, North Da- 
kota; and Charles F. Simon, National 
Union, Minnesota. 

Bottom row: Raymond F. Drumm, 
Home, Illinois; William F. Koch, Amer- 
ican, Indiana; H. Bern Jacobs, Amer- 
ican, Illinois; M. Joseph Bergin, Royal- 
Globe, Illinois; Otto E. Drayko, Hart- 
ford Fire, Illinois; Joseph A. Kenny, 
Phoenix of New York, Indiana; and 
John F. Kennedy, Crum & Forster, 
Indiana. 


Crawford Joins AFIA 


American Foreign Insurance Assn. 
has appointed F. P. Crawford to the 
head office casualty underwriting staff. 
Mr. Crawford entered the business 
with General Accident in 1941. He 
went with Kemper group in 1947 and 
advanced to underwriting manager in 
the New York office. 


Oil Rig’s Use As Vacation 
Spot For Children Seen 
Multiplying The Exposure 


Companies writing liability on oil 
drilling rigs in the Gulf of Mexico are 
said to be generally unaware of a se- 
rious exposure which is becoming quite 
common. According to George H. 
‘Menefee, Baton Rouge insurance man- 
agement consultant, members of drill- 
ing crews are taking their children 
out to the rigs for fishing trips and en- 
tertainment. 


Crews Have Complained 


One tool pusher for a drilling com- 
pany has developed the habit of taking 
his 8-year-old son to the rig for two 
weeks vacation each summer. Other 
children have visited other rigs and in 
such profusion and frequency that 
members of the drilling crews have 
complained to their home offices that 
they are spending more time as baby 
sitters than in drilling oil wells. 

Death of or injury to a young child 
on a drilling platform could have some 
horrible consequences in an admiralty 
court, Mr. Menefee observes. 


Allstate Makes Six Appointments 

Allstate has made six executive ap- 
pointments. Jack M. Brooks and John 
W. Kern have been named accounting 
manager and services manager, re- 
spectively, at Atlanta. George L. Rick- 
ey has been named personnel assistant 
at Detroit; John Panas, operating man- 
ager, Pasadena; James F. Moore, plan- 
ning manager, Murray Hill, and Ber- 
nard J. Brown, personnel assistant, 
Santa Ana. 
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Hill Calls For | 
Extinguisher Publicity 
At Chicago Meeting 


However unwittingly, fire depart. 
ments themselves often aid wun. 
scrupulous operators who foist upa) 
an unsuspecting public faulty fire ey. 
tinguishers, Raymond M. Hill, chief ¢ 
Los Angeles fire prevention bureay, 
told a meeting of United Fire Equip. 
ment Service Assn. of Chicago. He a. 
tributed this to the fact that only, 
dozen areas have requested laws reg. 
ulating fire extinguishers and _ the; 
servicing and said more and bette 
publicity in this area is desperately 
needed. 

Mr. Hill also numbers among hi 
currently held positions the chairman. 
ship of National Fire Prevention 
Assn.’s committee on portable fire ex. 
tinguishers and the presidency of Fir 
Marshal’s Assn. of America. 

Mr. Hill, indicating that he wa 
speaking not as a fire marshal of 
specific city but rather for any cityy 
said fire extinguisher men have a 
obligation to the public whether 
they sell them or only service them 
He hit “gimmicks” that are often usei 
to sell extinguishers. Some salesman, 
for instance, will let a demonstratio 
fire burn for a while and then use the 
extinguisher—but actually a wet mo 
is able to put out the fire at that point 

The prospective customer is also 3 
problem, Mr. Hill suggested, since he 
knows little, and does little toward 
educating himself, about extinguish- 
ers. For this reason, it is easy for him 
to be bilked. 


Home Has New Motel 
Package At Discount 


Home is promoting its new motel 
policy, which it is filing independently 
The package is written at a 20% dis- 
count from the cost of individual poli- 
cies. Insured has the option of taking 
a number of coverages beyond the bas- 
ic fire and EC. These coverages i- 
clude earnings insurance, money ant 
securities broad form (with a $50 limil 
on money outside the safe), mercantile 
open stock, and comprehensive liabili- 
ty. 

Coverage may be extended to cove! 
trees, shrubs and plants with a $1,00) 
maximum per occurrence and a $2il 
per item limit. There is off premises 
property coverage and automatic cov- 
erage of new units up to $10,000 
which requires a report to the compa: 
ny within 60 days from the start @ 
constructtion. 





National Bureau has elected fiv 
companies of Commercial Union-Nort! 
British group to membership, effective 
Aug. 1. The companies are Centra 
Surety, North British, Commonwealth 
Mercantile, and Pennsylvania. 





Publish New Indiana 


Underwriters Handbook 

A new Underwriters Handbook 
of Indiana has just been published 
by the National Underwriter Com- 
pany. It provides complete and up- 
to-date information on the agencies; 
companies, field men, general 
agents, groups and other organiza- 
tions affiliated with insurance’ 
thoughout the state. Copies of the) 
new Indiana handbook may be ob- 
tained from the National Under- 
writer Company at 420 East Fourth 
Street, Cincinnati 2, Ohio. Price 
$12.50 each. 
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To Aetna Casualty 
Agency Sales Post 


H. D. Van Gils, vice-president of 
Aetna Casualty, has been named head 
of the agency department with respon- 
sibility for development of casualty, 
fire and marine lines. He succeeds Ed- 
ward C. Knapp, who retired recently. 

Mr. Van Gils joined the group in 
1925 and worked as a field man and 
later in supervisory positions at New- 
ark, Dallas and Atlanta. He was trans- 
ferred to the home office in 1940 as 
marine agency manager, and was 
named assistant secretary in the ma- 
rine division in 1947. Subsequently he 
was secretary and assistant vice-presi- 
dent in that division. He was advanced 
to assistant vice-president in the agen- 
cy department in 1959 and later to 
vice-president. 


British Insurers Report 
Year Of Gains In 1959 


(CONTINUED FROM PAGE 2) 
problems for their insurers.” In the 
first four months of 1960, fire losses 
in England are estimated at £20 mil- 
lion, compared with £11 million in the 
corresponding period of 1959. Mr. Wal- 
ters said the increase is partly ac- 
counted for by a tragic whisky fire at 
Glasgow. 

Automobile underwriting results on 
a world-wide basis improved in 1959. 
Premiums totaled £263 million in 1958 
and rose to £278 million last year, and 
the £10 million underwriting loss of 
1958 was reduced to £1.5 million. 
There is still ground to be made up 
before automobile produces a_ profit, 
Mr. Walters said, adding “and I am 
afraid it will still be hard going be- 
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der the program, the state’s new point 
system or some other system. 

Mr. Jobson said that all rates are 
based on past experience. A merit rat- 
ing plan for auto insurance must, to be 
effective, take into account the past 
driving history of the applicant. This 
is necessary to determine the proper 
rating classification. 

At present, the agent is required to 
sign, as a part of the application form 
for merit rating coverage, along with 
the applicant, the statement: “To the 
best of my knowledge and belief 
the applicant has properly completed 
this application, and I hereby certify 
the signature is the personal signature 
of the applicant.” 

Mr. Jobson said the commissioner 
has advised agents that the phrase, 
“to the best of my knowledge and be- 
lief” in the application, applies to the 
certification as to the signature of the 
applicant. Accordingly, agents have no 
objection to the countersignature re- 
quirements, he testified. 

Since agents do not have the authori- 
ty to file rating plans, they are not in 
a position to say what point systems 
will be used in the future, Mr. Jobson 
said. 


N. Y. Brokers Urge 
Offset To Non-Can 


Greater New York Insurance Bro- 
kers Assn. in a letter to stock and 
mutual company presidents has urged 
positive action to offset Allstate’s non- 
can auto plan in the state. The brokers 
asserted that New York City auto busi- 
ness often falls into the distress class 
because brokers’ accounts are termi- 
nated for reasons having nothing to do 
with a specific insured. Thus clean 
risks sometimes end up in the assigned 
risk plan. 


Has New Program 


The broker advocated a program 
calling for the use of identical rate 
formulas and classification plans by 
bureau companies for all auto business 
in or out of the AR plan. Accident 
prone risks that cannot fit into a rea- 
sonable pattern of rate making should 
be experience rated and debited as 
necessary. Adoption of these sugges- 
tions would make Allstate’s non-can 
plan virtually meaningless as a com- 
petitive tool, in the brokers’ view. 


Retire From GAB In East 


E. G. Purdy, manager of the New 
Haven office of General Adjustment 
Bureau, Edith B. Darrow, Rochester, 
N. Y., and Helen F. McCann, Albany, 
have retired. 

Mr. Purdy joined the bureau at Buf- 
falo in 1924 and after experience at 
Hagerstown, Md., Reading, Pa., Har- 
risburg, Pa. and Springfield, Mass., 
was named manager at New Haven 
in 1943. 

Mrs. Darrow joined the bureau at 
Rochester in 1920 and Mrs. McCann at 
Albany in 1930. 
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NATIONAL INSPECTION CO. 


CHICAGO, ILLINOIS 


Service to Stock Fire Insurance companies for 57 years. 


Inspections and Underwriting Reperts. 


C. H. Streng, Chief Inspector 


P. A. Pedersen 
Ass’t Manager 
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Merchants Appoints 
Henke So. Field Mar. 


Merchants group has named George 
C. Henke field manager for the south- 
ern department at New York. He has 
had diversified multiple line experi- 
ence with Fireman’s Fund group and 
Royal Globe group. He will work with 
Vice-president Ernest S. Winter. 


Alpena Agents Reelect Entire Slate 

Alpena (Mich.) Assn. of Insurance 
Agents reelected Ivan W. York presi- 
meeting. Other 


dent at the annual 
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officers, also reelected, are James Lap- 
pan, vice-president; Royal F. Bertram, 
secretary-treasurer, and Richard Wil- 
son and Harold Bishop, executive com- 
mittee members. William A. Wickham, 
general counsel Standard Accident, 
explained the speakers’ bureau pro- 
gram of Michigan Insurance Infor- 
mation Service. 


Celina Mutual has entered Illinois 
and now is operating in 10 states. Some 
of the Illinois filings are deviations 
from rates of Illinois Inspection Bur- 
eau, to which the company is a sub- 
scriber. 








smoke 


Washington’s Pentagon Building 
had its own fireworks display last 
4th of July. When a smoldering fire 
was discovered in the underground 
file vaults, firemen broke through 
the flooring of the store directly 
over the vault area in order to 
reach the flames. The trapped 
smoke escaped into the store, im- 
pregnating merchandise, fixtures 
and surplus stock with the sicken- 
ing stench of smoke. Store manage- 
ment quickly asked for help and 
the adjuster assigned the problem 
to Airkem Smoke Odor Service. 
Airkem S.O.S. technicians went 
into action immediately and 
worked throughout the long week- 


FOR A HEALTHIER 
ENVIRONMENT 
THROUGH 

MODERN CHEMISTRY 





AIRKEM, INC., 241 East 44th St., New York 17, N.Y. 


loss in gift shop 


airkem 
8.O.S8. action | 


in pentagon 


end. The entire area was treated 
until no trace of smoke odor re- 
mained and a “fire sale” was 
avoided. Doors were opened for 
business as usual only one hour late 
on the next business day! 

Such fast, dependable rescue 
work by Airkem S.O.S. personnel 
is typical. Every day this prompt 
service is being used by the insur- 
ance industry to reduce the size of 
losses in business and residential 
fires, to hasten settlement, and to 
ease many of the difficulties en- 
countered in loss adjustment. 

Backed by the world’s largest 
odor research laboratory and staffed 
by skilled experts, Airkem Smoke 
Odor Service is available through- 
out the United States, Canada and 
most of the world. Write today for 
information on how you can help 
your policy-holders (and yourself) 
by recommending Airkem S.O.S. in 
all emergencies. 








Kach year hundreds ae oe i. 
more brokers in cities 4 me eae | ee oA S cs Bu 
| a : The 


across the nation a. eT nat 
choose New York Life! 


% —-— 2 
I lladed 





suranc¢ 
a cou 
pretty 
report 
the v 
others 
cific < 
erate 
insure 
ance, 
ocean 
major 
any c 
the D 


—— 





‘ee I ne SS “ee ft a state 


A88 888 sue ans : 3 : ; 
M80 Ben ae gen aoe!” wh oe yo A being 
en see 5 ; 


that 

hearir 
are ak 
regulé 
streng 
tory r 
charg¢ 
» suran 
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